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Wm. Randolph Hearst 
Not Engaged in 
Insurance Business 


Rumor Started ea Result of White 
& Pitcher, Inc., Getting Con- 
trol of His Lines 


NEW MAIDEN LANE CONCERN 


Publisher Head of Seventy Dif- 
ferent Corporations; Publishes 
Newspapers in Fourteen Cities 
A report that William 

Hearst, publisher of a great chain of 


Randolph 


newspapers and magazines, has added 
to his vast interests by becoming en- 
gaged in the insurance business, a rumor 
that has floated up and down William 
Street for some weeks, is denied. 

The Eastern UNbERWRITER learns that 
this rumor started because White & 
Pitcher, Inc., a comparatively new 
brokerage concern at 80 Maiden Lane, 
has obtained the business of the Hearst 
corporations. 

The president of this concern, S. V. D. 
White, formerly in the banking business, 
went from there to life insurance and 
then entered the general brokerage busi- 
ness. The treasurer is David E. Pitcher, 
who started his insurance career with 
the Home and then went into the agency 
business and then into brokerage. He 
is a son of William R. Pitcher, well- 
known adjuster and a cousin of Charles 
R. Pitcher, of the Royal, former presi- 
dent of the Insurance Society of New 
York. The vice-president and secre- 
tary of White & Pitcher, Inc., is Ed- 
ward W. Dart. For ten years Mr. Dart 
was with Johnson & Higgins, then be- 
came vice-president and secretary of the 
Consolidated Brokers, and later was made 
manager of the New York office of 
Rollins-Burdick-Hunter, Chicago. He is 
an unusually well qualified insurance 
man, a fine insurance engineer. 


Hearst’s Wide Interests 

William R. Hearst is not only a great 
publisher but an unusually successful 
business man with many and varied in- 
terests, head of about seventy corpora- 
tions. He has twenty-six daily papers 
in fourteen American cities, the places 
of publication being New York, Albany, 
Portland, Ore.; Chicago, Boston, Fort 
Worth, San Antonio, Washington, Balti- 
more, Los Angeles, San Francisco, Roch- 
ester, Syracuse, Detroit. 

He owns the following magazines: 
Cosmopolitan, Motor, Good Housekeep- 
ing, Hearst’s International, Motor Boat- 
ing and Smart Set. 

In the moving picture world he owns 
the Cosmopolitan Productions, the Inter- 
national Film Service Company and the 
International News Reel. The Cosmo- 
politan Playhouse, a theatre in Columbus 
Circle, New York, formerly known 1s 
the Park, is also his. 

He is the publisher of the American 

(Continued on page 24) 








PHCENIX 


Assurance Company, Ltd., 
of London 
100 William Street, New York 
A corporation which has stood the test of time! 142 years 


of successful business operation. World-wide interests. 
Absolute security. Excellent service and facilities. 


Fire, Automobile, Rents, Rental Values, Use & Occupancy, Tor- 
Sprinkler, Leakage, Explosion, Riot & Civil Commotion. 


PHCENIX 


Indemnity Company 
75 Maiden Lane, New York 


Automobile, Public Liability, Workmen’s Compensation, 
Burglary & Theft, Accident & Health, Plate Glass. 


























DEPARTMENT 


| 
CHAS. F.E E#ERLY, Manager 
122-126 William Street, New York City 
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Insurance Company 








The Oldest American Fire and Marine Tl 











“<P, li 9? 
ennmutualism 

At the top of PENNMUTUALISM, one of our three monthly Agency pub- 
lications, is this definition of that unusual word: 

“The Superlative Degree of Service—Helpfulness that is Unselfish—Per- 
formance Beyond Obligation.” 


It describes life insurance at its best, and is therefore, as it ought to be, 
a Company ideal and is not “advertising bunk.” It is a vital force in the 
work of this great and vigorous Company energizing and inspiring Home 
Office and Field alike. 


We have places for men and women who are animated by its spirit. 


The Penn Mutual Life Insurance Company _ | 


Philadelphia, Pa. 
Organized 1847 

















Bankers Prepare 
Standard Fees For 
Insurance Trusts 


Insurance Comnitins of Bankers’ 
Association Gets Out Bulletins 
on Methods 


WANT UNIFORM PRACTICE 


Charges 3% to 5% on Income and 
1% to 2% on Corpus of Trust; 
Franklin W. Ganse on Uses 


The special committee of the American 
Bankers’ Association on life insurance 
trusts has just brought out the first of 
three bulletins, a substantial book of 
twenty-four pages, the purpose of the 
bulletins being to discuss practical plans 
for securing and handling life insurance 
trusts. This subject is of increasing im- 
portance to life insurance people. 

The first bulletin contains an article 
by Fran‘lin W. Ganse, manager of the 
home office agency at Boston of the 
Columbian National Life, who is an au- 
thority on inheritance and estates in- 
surance. 

Fees for Insurance Trusts 

This special committee on life insur- 
ance trusts, of which Thomas C. Hen- 
nings, vice-president of the Mercantile 
Trust of St. Louis is chairman, has ar- 
ranged a suggested standard schedule of 
fees for such trusts. It is difficult, the 
committee says, to arrange a schedule of 
fees that will meet the needs of all, be- 
cause of the varying factors in different 
parts of the country. This is to encour- 
age standardized practice. As an aid 
to guide members the following is sug- 
gested: 

Not less than $10,000 or exceeding 
$100,000, 5% on income, 2% on corpus 
of the trust. 

Over $100,000 and not exceeding $200,- 
000, 5% on income, 14%% on corpus. 

Over $200,000 and not exceeding $300,- 
000, 3% on income, 144% on corpus. 

All over $300,000 3% on income, 1% on 
corpus. 

The committee suggests that in view of 
the fact that most life insurance trusts 
will probably remain with the trustee 
for a long period of years it is suggested 
that where possible the commission on 
the corpus be paid by charging one-half 
thereof at the time the insurance money 
is collected and received into the trust 
and the balance of the commission be 
charged on the final distribution of the 
fund. The committee points out that it 
has been suggested with reference to in- 
surance trusts that it is not customary to 
make an acceptance charge and that it 
would be inadvisable, but that if the trust 
is terminated by the grantor during his 
lifetime and before it really becomes ef- 
fective, a fee then should be charged for 
services in accepting the trust, examin- 

(Continued on page 10) 
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They Always Get Harmony 
Out of this Piece 


— are three human factors in business—labor, capital and management. 


When one is out of tune there is adiscord—and no success for any one of the three. 

Sometimes it is labor who does not subscribe and live up to the one-for-all and _ all-for- 
one principle. Sometimes it is capital, sometimes management. 

It is distinctly the job of management to take the lead and keep the time in promoting 
cooperation, 


To promote harmony management composed the song of GRouP INSURANCE. It was a 


hit from the start and has steadily grown in popularity. It is becoming a part of our life 


” 


like ‘‘America’”’ on one side of the lakes and ‘‘The Maple Leaf Forever” on the other. 


Management, labor and capital always get harmony out of Group INSURANCE. 
THE TRAVELERS INSURANCE COMPANY 
HARTFORD, CONNECTICUT 
' q 
The Travelers Group Service Assures Satisfaction to Employer and Employees Alike 


I q 
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Massachusetts Mutual 
To Build New Home 


OUTGREW OLD SITE QUICKLY 


Company Acquires Options on Twenty 
Acre Tract; New Building Will Be 
Only Three Stories 


Plans are under way for the erection 
of a new home office building in Spring- 
field by the Massachusetts Mutual Life. 
For some time past, President W. W. 
McClench says, the officers have real 
ized that the great expansion of the 
company’s business would make neces 
sary greater home office facilities and 
through one of the directors, Lyman W. 
Jesse, options have been secured on sev- 
eral parcels of land comprising about 
twenty acres on upper State Street, be- 
tween Benton Street and Boston Ave- 
nue. 

The new home office will be only three 
stories high but will cover a large area. 
Plans have not yet been drawn, but in 
a general way the officers know the type 
of building that will be erected. 

The company now has between 400 
and 500 clerks employed at the home 
office. Speaking of the change President 
McClench said: 

“When we moved into the present 
eight-story building in 1908, we thought 
the Home Office would remain there for 
the next thousand vears. That site was 
chosen because the first office of the 
Massachusetts Mutual Life Insurance 
Company was located there, in the old 
Homer Foot building. We had no con- 
ception then of the wonderful growth 
which the Company was destined to ex- 
perience. In that vear we had about 
$300,000,000 in outstanding insurance; to 
day, 16 years after, the insurance carried 
by the Company aggregates more than 
$1 000,000,000. In 1908, the Company 
wrote $25,000,000) insurance, while last 
vear it wrote $160,000,000. The office 
force in 1908 numbered 100; now it ex- 
ceeds 400.” 





AETNA WRITES BIG GROUP 


Northern Pacific Contract Covers 25,000 
Employes for $50,000,000 of In- 
surance 

A group policy on the lives of em- 
ploves of the Northern Pacific Railroad 
has been issued by the Aetna Life. The 
contract is one of the largest ever 
closed and will total $50,000,000 on about 
25,000 employes. 

Under the plan each employe who has 
completed a probationary period of em 
ployment is entitled to a certain amount 
of insurance which is paid for by the 
railroad. The employe may take addi 
tional insurance which will be paid for 
jointly by the employe and the railroad 
company. 

If the employe becomes totally and 
permanently disabled before age 60, the 
insurance is payable immediately instead 
of at death. 


ARTHUR C. PARSONS INJURED 


Vice-President of Pacific Mutual Life 
Falls Into Ocean and Strikes 
Pilings 
Arthur C. Parsons, recently elected a 
vice-president of . the Pacific Mutual 
Life, sustained painful and possibly in 
ternal injuries last week when he fell 
Into the ocean while engaged in help 
Ing move a yacht from a pier. At the 
tine he was with Lee A. Phillips, vice- 
president of the Pacific Mutual Life, 
who had just returned to the Coast from 

a European trip. 


CORPORATION ARGUMENTS 
George B. Dryden, president of the 
Jryden Rubber Co., tells in an article in 

the August number of “System” why his 
company carries corporation life insur- 
ance, 
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The 
Trained Seller 


The agent who takes 
time to study his policy 
contract, good insurance 
journals, the practices of 
his company and the in- 
surance needs of his com- 
munity will sell a greater 


volume of better business. 


Tests made to deter- 
mine the sales of the 
trained agent make it 
clear that the agent who 
goes after and eagerly ac- 
cepts all the information 
he can collect and utilizes 
his own experiences is in 


the business to stay. 


The Prudential 


Insurance Company of America 
Epwarp D. Durrietp, President 


Home Office: Newark, New Jersey 











Nearly Mob Reporter 
At Ben Shapro Lunch 


CALLED OAKLAND “TANK TOWN” 





New Yorker Was Paying Compliment; 
But Unit Managers, on 7,500 Mile- 
Trip Held Differently 


Ben I. Shapro, the $3,000,000 a month 
general agent of Oakland, Cal., came on 
to the Equitable’s business conference 
last week bringing with him a galaxy 
of his stars—the unit managers whose 
activities caused so much interest at the 
recent convention of the National Asso 
ciation of Life Underwriters when ex 
plained by the managers themselves and 
Mr. Shapro at various sessions of the 
convention. 

“As long as we are making the long 
trip East we might as well do the thing 
up brown and take in Canada and the 
St. Lawrence River,” Mr. Shapro told 
his managers, and as langiappe he said 
he would be host at a luncheon in the 
Bankers’ Club. This was to be one of 
the high spots on the 7,500-mile jaunt. 
And it was. 


Detroit Challenged 

Guests at the luncheon also included 
Robert Ryan, the Equitable manager at 
Detroit ; John T. Winship, of that agency 
who is the former insurance commis 
sioner of Michigan; Griffin M. Love- 
lace of New York University; and Mark 
Meltzer of San Francisco. 

During the luncheon Ryan and Shapro 
issued challenges which each accepted 
for a business contest to run in the 
Kall; and Shapro showed in a little talk 
why he is a past master in human na 
ture by telling Ryan that when De 
troit accepted Oakland's challenge it was 
one of the finest compliments ever paid 
to Oakland as everybody on the Coast 
admitted that Detroit was quite a town 
and the Ryan agency quite an agency. 
When Ben got through jollying Ryan 
and Detroit the latter was walking on 
air 

Mr. Ryan retorted by saying that he 
had heard a lot about the wonder men 
of the Shapro agency and he was glad 
to meet them face to face. Then some 
one asked him to tell how he had in 
duced Harry Heilman, the great hitter 
of the American League, to enter life 
insurance with the Equitable. Mr. 
Ryan said it wasn’t difficult to do that 
as Heilman had long been an ardent 
admirer of life insurance and thought 
he could see a real opportunity to serve 
as an agent. Working after the ball sea 
son he was able to qualify for the Equit 
able’s Quarter Million Dollar Club and 
Mr. Ryan predicted he would be one of 
the leaders in life insurance. He _ re- 
yvarded Heilman as having an extraordi 
narily attractive personality and de 
clared that he also was a good business 
man. 

The luncheon was given another base 
ball twist when Mr. Winship told of his 
experience as president of the Tri-State 
Baseball League. 

The Waffles Club 

Mr. Shapro told the Detroiters all 
about the famous Shapro waffles club. 
It seems that after long night confer 
ences of members of the agency every 
bodv adjourns to a restaurant wher. 
waffles are served at midnight. 

Waffles, midnight and life insurance 
would not mix in the East, but they 
bring men closer together on the Coast. 
Probably they have better chefs out 
there. ‘ 

Mr. Meltzer told some very interesting 
stories of his sales experiences when he 
was one of the crack life men of New 
York, especially at one period of his 
career when he wrote more than 300 
apolieations a year. 

The luncheon was a most enjoyable 
affair but nearly broke up into a riot be- 
cause a reporter for THe EASTERN 

(Continued on page 6) 
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The Ownership of Railroads 


HEN life insurance companies buy railroad securities they buy them not 
to sell but to hold, and for many years the railroads looked first to the 
life insurance companies to provide them capital for their extension. It has 
become the fashion of late years for public men to attack the railroads. 
Restrictive legislation has been passed to such an extent that the railroad 
executives have little to do with the management. There have been constant 
efforts to cul down rates and increase the expenses of running the railroads. 
These attacks are based on the idea that the owners of railroad securities are 
ereat capitalists. The critics assume that they are attacking Wall Street. 
Wall Street is not a place where securities are held—it is a place where they 
are sold. [tis your clients who own the railroads and who are interested in 
their success. When injustice is done to railroad companies injustice is done 
to your clients. Such are the hardships imposed by legislative regulation of 
railroads that it is many years since there has been any extension. Life 
insurance companies which used to invest in railroad bonds are now limited 
practically to investment in equipment obligations. Legislative attacks upon 
railroads are made because they are thought to be popular and to be in 
harmony with public opinion and the prejudices of the public. It is your 
business to teach through your policyholders those who are seeking to oppress 
the railroads that it is your policyholders’ pockets that are affected, not the 


so-called plulocrats of Wall Street. 


Krom a Speech by Harry Fiske, President, 
Vetrovotitan Lire INSURANCE ComMPAny, 


al the Philadelphia Sales Congress. 


| 
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How Hart and Eubank 
Became Acquainted 


MET ON WAY TO HARTFORD 


Engaged In Converention Without Know- 
ing They Were To Be Partners 
In New York Agency 





Hugh D. Hart and Gerald A. Eubank, 
the new managers here of the Aetna 
Life (Mr. Hart is from Arkansas and 
Mr. Eubank from Detroit), arrived in 
New York City a few days ago and after 
visiting their new offices (100 William 
Street), and learning the intricacies of 
the subways, how to negotiate William 
Street, and obtaining other New York 
atmosphere, left for Ocean City, N. J., 
where they will spend several days be- 
fore coming back to take the reins of 
office as the successors to Mowry & 
Reinmund. Mr. Mowry retires after a 
long service with the Aetna Life here. 
When Mr. Hart and Mr. Eubank went 
to Hartford to confer with K. A. Luther, 
head of the agency division, as to a gen- 
eral agency partnership in New York, 
they had adjoining compartments in a 
train. Neither had been informed ex- 
actly what the object of their Hartford 
trip was, nor had either met the other. 
The conductor on the train noticed that 
their tickets had sequential serial num- 
bers. 

As the tickets had been bought some- 
time before he called the attention of 
one of the travelers to that fact as rather 
unusual. The two men began to show 
some interest in each other. Mr. Hart 
had finished a copy of the Sunday 
“Times” of New York and asked Mr. 
Eubank if he wanted to look at the il- 
lustrated section. Mr. Kubank read the 
paper and then paid a visit to the adjoin- 
ing compartment. 

“So you are going to Hartford?” he 
queried politely. “Any connection with 
insurance ?” 

“Yes,” answered Mr. Hart. “I 
with the Aetna Life in Arkansas.” 
“Do you by any chance know a man 
by the name of Hart in Little Rock 
Campbell & Hart, general agents.” 

“I do; [am Mr. Hart.” 

Mr. Eubank then introduced himself 
and said that he was also going to pay 
avisit to the Hartford office. 

That started both of them guessing. 
They conducted a polite once-over; took 
afaney to each other, and became very 
iriendly. 

It was a surprise to both the following 
day when they found themselves closeted 
with Mr. Luther and he asked them how 
they would like to be partners, running 
the general agency of the company in 
the largest city in America. 


ail 


AUTOMOBILE DEPRECIATION 
The New England Mutual Life in its 
agency publication has this to say of 
automobile depreciation: 

Some person has taken the trouble to 
igure out that 85% of automobile sales 
ire “on time,” and that 5,000,000 per- 
sons with incomes of less than $3,000 
drive cars. 

But the minute you “drive” your car— 
only around the block—you have “de- 
preciated” it by making it a “used” car. 
the depreciation knocks off 10% to 50% 
of its value—yet there are those “time 
payments” for the full value staring you 
in the face! 

A few million of such drivers need 
nore Life Insurance as a strong argu- 
Nent for a thrift that will offset these 
losses, Life Insurance doesn’t depre- 
“ate; it increases in value. Even a 
mall amount will keep fair pace with 
‘ar depreciation 





BIG PRODUCTION FOR McCALL 
The special drive by New York Life 
'presentatives in honor of Second Vice- 
resident John C. McCall, which closed 
\ugust 15, produced $10,000,000 of new 
siness more than would have been 
‘toduced had the testimonial produc- 
‘on not been held, according to Super- 
Mtendent of Agencies L. S. Lindsay, 








NEW 


T. 
DUNBAR JOHNSTON, Secretary 





The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment SOLD 


° THROUGH 
ORDINARY pa Value ITS OWN 
POLICIES ttractive and Novel F eatures AGENCY 
Low Cost STAFF ONLY 
Which, with especially favorable Industrial Contracts, 
give Agents unsurpa money-making opportunities. 
E. J. HEPPENHEIMER, President 

GEO. SMITH, Vice-President CHAS. F. NETTLESHIP, 2nd Vice-President 


HOME OFFICE, JERSEY CITY, N. J. 


8. R. DROWN, Asst. Sec’y and Asst. Treasurer 











This Com 


Hae always extended 
dev aad 


to held their business. 
John Barker, Vice-President 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 


pany has always pursued those " 

have given it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Ite icy comtracts give to each individual insurer full protection, safeguarding, at 
same time, the iaterest of all its policyhold ; 

reasonable aseistance and encouragement to its representatives 


licies in the conduct of its business that 


Frederic H. Rhodes, Vice-President 








COLUMBIA COURSE 





Opens on September 30; Joseph B. Mac- 
lean Is Instructor; Subjects to 
Be Discussed 

On September 30 Columbia University 
(extension course) will resume its life 
insurance courses undér the direction of 
Joseph B. Maclean, assistant actuary of 
the Mutual Life. These courses are of 
exceptional value and have been most 
successful as Mr. Maclean has proved 
himself to be a most competent in- 
structor. The sessions are on Tuesdays 
from 7:40 to 9:20 P. M. 

The following topical outline indicates 
the subject matter to be covered: 

Organization of Companies—As- 
sessment vs. Level Premium Systems— 
Stock Companies— Mutual Companies. 

II. History of Life Insurance in the 
United States to 1905. 

Ii. The Armstrong Investigation and 
the New York Insurance Law of 1906. 

IV. Types of Life Insurance Policies 

Policy Provisions. 

V. Mortality Tables. 

VI. Premiums and 
of Insurance.” 

VII. Selection of 
ard” Insurance.” 

VIII. The Assets—Valuation of <As- 
sets—The Annual Statement—Accounts 

Schedules—Gain and Loss Exhibit. 

IX. Surplus and Dividends. 

X. Reserve Systems Allowing for 
Initial Expense—Standards of Solvency. 

XI. Modern Developments—Disabil 
itv Benefits—Group Insurance. 

XT.) Industrial Insurance—Fraternal 
Orders—Insurance without Medical Ex 
amination. 

XIII. Taxation of Companies and of 
Policy Proceeds. 

XIV. Some Legal Aspects of Life In- 
surance. 


Reserves—“Cost 


Risks—‘“Substand- 


F. H. DAVIS ON VACATION 
Frank H. Davis, vice-president of the 
Kquitable Life Assurance Society, started 
on his vacation Saturday. 


PAUL CLARK TO SPEAK HERE 





Boston Man to Be a Feature at First 
Fall Meeting; Superintendent Beha 
and Others on Program 
The Life Underwriters’ Association of 
New York will have an unusually fine 
program to start off its fall meeting un 
der the new administration of President 
Morrow. The new superintendent of in- 
surance, James A. Beha, will make a 
few remarks, having accepted with 
pleasure the opportunity to meet 
leading life insurance general agents and 
agents of the city. Paul F. Clark, Bos 
ton, general agent of the John Han 
cock and one of the vice-presidents of 
the National Association of. Life Under 
writers, will make a talk. The program 
is not yet complete as there will be other 
features. Everything looks set for an 
unusually good year of speaking at the 

local meetings. 


$6,000,000 IN ONE LOAN 


Metropolitan Life Places That Amount 
on Benenson Building, 165 Broad- 
way; Rate Is 514% 

The Metropolitan Life has placed a 
loan of $6,000,000 on the Benenson 
Building, 165 Broadway, formerly the 
City Investing Building. It replaces a 
mortgage of $5,000,000 on the property, 
which expires in June, 1926. It is at 
44% per cent. The new mortgage ex 
pires in 1940 and is at 5% per cent. in 
terest. The other $1,000,000 is an addi 
tional loan 

The building was bought by Mr. Ben 
enson rom the builder, Robert FE. Dow 
ling, several years ago. It is twenty 
six stories with a tower of six stories, 
with a frontage of 37.6 feet on Broad 
way, 209.1 feet on Cortlandt Street and 
105.5 feet on Church Street. Its depth 
from Broadway to Church Street is 
about 315 feet, and at its central por 
tion it extends back from Cortlandt 
Street a distance of 155 feet. 





EQUITABLE LIFE OF IOWA 


Now Occupies Its 


New 18-Story 
Home Office Building 











With increased facilities, it is now 
better prepared than ever before 
to render service to its policyhold- 
ers, agents and friends. 


in Des Moines 


the 








American Jews Form 
Company in Palestine 


THE JUDAEA INSURANCE CO. 





George Dyer Eldridge Actuary; Phoenix 
of Vienna Also Issuing Policies 
in Hebrew Language 


The revival of Hebrew as the every- 
day language in Palestine has brought 


about the issuance of the first insur- 
ance policies in the ancient language of 
the Bible. The Phoenix Life Insurance 


Company of Vienna has begun to issue 
policies and literature in Hebrew, for its 
increasing business in the Holy Land 
and for Jewish business men and others 
from Austria who are going to Pales- 
tine to establish their homes, according 
to a report received by the Palestine 
Foundation Fund, the chief financial in- 
strument for the rebuilding of the Jew- 
ish Homeland, toward which American 
Jews are the leading contributors. 

The world’s first Jewish insurance 
company, the Judaea Insurance Com- 
pany, Ltd., which was recently estab- 
lished by American Jews through the 
Order Sons of Zion, which is affiliated 
with the Zionist Organization of Amer- 
ica, has just been granted a charter by 
the Palestine Government and_ will 
shortly begin functioning, Judge Jacob 
S. Strahl of Brooklyn, who recently 
went to Palestine to settle the legal 
questions involved in the launching of 
the company, has cabled Zionist head- 
quarters in New York. The company 
will operate exclusively in Palestine and 
was formed in order that it could invest 
its capital in constructive enterprises 
that would hasten the country’s upbuild- 
ing. George Dyer Eldridge, a_ well- 
known insurance actuary of Boston, was 
one of the principal experts engaged in 
establishing the company. 


H. S. SUTPHEN APPOINTED 


General Agent For Equitable of Iowa 
For Territory Including Pittsburgh; 
L. K. St. Clair Dead 
L.. WK. St. Clair, who for 20 years rep 
resented the Equitable Life Insurance 
Company of Iowa as general agent in 
Pittsburgh, and more recently as a mem 
ber of the firm of St. Clair & Sutphen, 
died August 15th, and the Company has 
appointed Howard S. Sutphen as gen 
eral agent for the territory included in 
the Pittsburgh Agency. Mr. Sutphen 
has been with the Company in general 
agency work at Pittsburgh for several 
years, and his services have been highly 

satisfactory to the Company. 

Prior to engaging in general agency 
work, Mr. Sutphen was an officer and 
agency man for two life insurance com- 
panies, which service extended over a 
period of fifteen years, so that he was 
well qualified to know field conditions 
and the requirements for successful gen 
eral agency work. 


PLAN CAPITAL INCREASE 

Stockholders of the Life Insurance 
Company of Virginia are scheduled to 
hold a meeting September 10 to con 
sider a recommendation of the board of 
directors that the charter of the com- 
pany be amended increasing the capital 
stock, action of the board to this effect 
having been taken August 20. Officials 
of the company state that they prefer 
not to disclose the amount of the pro 
posed increase until after the matter is 
considered by the stockholders. The 
present capital is $2,000,000, consisting 
of 20,000 shares of $100 par value each 


DENIAL BY N. H. WEED 
N. H. Weed, of the “Life Insurance 
Independent,” telegraphs The Eastern 
Underwriter a denial of the story 
printed in this paper that he has re- 
signed from that paper. His telegram 
reads: “Please retract resignation story 


have not resigned and have no inten- 
tion of doing so,” 
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| LIVE HINTS FOR BUSINESS GET TERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income.and General Efficiency 

















The Great South 


For Sale ern Life agency paper 

Unbroken prints this clever bit 

incomes like a want ad: For 
sale 


An unbroken assortment of incomes 


Annual or monthly, suitable for old or 
young fo commence at any time and 
run as long as desired 

\ very choice line of scholarships, 


vood in any educational institution, in 


ny country 


\ large quantity of inheritance tax 
coverages that will fit any estate under 
any conditions 

Several hundred disability annuities 
vuaranteed to last a lifetime. 

A 


extensions and 
protectors, especially constructed — to 
comply with bank demands, becoming 
nore popular every day. 


fine line of credit 


\ few thousand home mortgage killers, 
ill sizes, priced at one-half of one per 
cent. of their face value 

\ large assortment of bond liquida 
tor \ll sizes and ages. Will cover 
bond issues up to thirty years. 

\n unlimited quantity of ready cash, 


to be delivered at any time in any 
amount desired by the purchaser. 
For further information apply to any 


agent of the Great Southern or write 


the company 


Edward Sibley Jer- 


Pessimists ome of the Equitable 
Made Into Society gets up some 
Optimists clever literature, one 


sample of which is 
following 


because 


I'm feeling happy today yes- 
erday | converted a pessimist named 
Short into an optimist. 

Ile was so apprehensive about the fu 


re that he 
Wwe action 


feared to take any aggres 
and was letting a good busi 
1 languish. So | gave him the follow 
iw advice 

“Don't 
until you 
Pear may 


bridges, Mr. Short, 
them. The evils you 
never materialize, or they may 
until long after you have 
passed away. ‘Today you are alive and 

king. lor the present at least your 
ought to yield a sufficient in 
une to pay all your expenses, including 
the premimm on a $50,000 policy. So, 
provide for your leved ones 
vhile here, and your insurance will sup 
port them when you are gone. This 
il make you so happy and confident 
that | guarantee that your business will 
teadily look here at this 
irticle. It’s by one of our shrewdest 
financier Ilis facts and figures prove 
conclusively | think that, in the United 
tes at least, business in) general ts 
upward 
et me tell 
mted by 


» followed 


CTOssS ally 
reach 


licot COTE 


qu cal 


MNprove 


vrade 

about two men 
similar emergencies, 
different courses when 


WOW Ol si 
you who 

e conlre 
the pinch came 

Phe daughter of one of these men, 
vhom | shall call Brown, was taken ill. 
But the father felt that he could not 
iiford to call in an expensive doctor, 
daughter died. And, although 
distinct revival in Brown’s 
line of business, he was so remorseful 
| ouraged that he failed to take 
of it, and his career was 


there wa a 


whom I shall call 
that his wife's life 
capital operation. He 
expert treatment any 
Brown, but he didn’t hesi- 
moment. He employed the 
surgeon in his city; hurried 
hospital, hired two 
spared no expense, and 
wk her to’ the when she be- 

Thus he incurred 
but he was so elated 


“Tne othe! 


Man, 
borne discovered 
cpended on a 
couldn't atford 
ore than 
t¢ tor a 

killful 
r to an expensive 
rained nurse 
{ seaside 
oO recuperate 
heavy obligations, 


gan t 


at the result of his prompt and efficient 
action that he was filled with joy, gained 
new courage, worked with renewed 
zeal, prospered greatly, paid all his 
debts, and accumulated a fortune. 
“My aim is to serve you—to insure 
your happiness as well as your life—to 
vive you new courage—to show you that 
you can provide for the future, as well 


as for the immediate needs of your 
wife and children. And when you have 
done this you will have done all you 


are capable of doing, and can look into 
the future complacently, with the hope 
that the evils you have feared may be 
indefinitely postponed, or may be 
avoided altogether. 

“Today you are apprehensive—eaten 
up with anxiety. Put your name here 
on this dotted line and your transforma- 
tion from carking care to confidence and 
contentment will be instantaneous.” 

My advice was taken, and now that 
Short has a $50,000 estate, his whole 
attitude has change sd, and I predict that 
he will never — fall into the Slough 
of Despond in which he has been wal- 


lowing. 
The thoroughgoing 
Scope of life underwriter does 
Program noturgeupona 
Protection man to take a 5 or 


a 10 simply because 
a5 or a 10 is for such a prospect a siz 
able sum, says the Penn Mutual News 
Letter. He paints a picture of life in 
surance in its entirety, helps him to uncover 
his several needs, goes over with him his 
financial affairs, if that is permitted, and 
then induces him to make a beginning if 
his insurance program-building, with the 
paramount features—ready cash to clear 
current indebtedness, provision for the 
widow, by income, and, if possible, mort 
vage coverage. The case is followed up, 


and as early as it can be done another 
feature of the program is added. The 
result. is that the policvholder knows 
why he is taking life insurance, and 
what it will do, and his wife shares 
this knowledge. There is intelligence in 
the transaction, and consequently the 


sale is a real sale 
liable to happen. 
Program-building enters into business 
insurance as well. Business insurance 
frequently opens the way to domestic 
insurance. The Agent is able to show 
his prospect, in respect to business in 
surance, that the average business exists 
chiefly to support a home or homes. 
Women and children—they are what 
men work for, and that is the why of 
business. Business insurance, in addi 
tion to guarding business properly, is a 
bulwark around the home, and that bul 
wark is strengthened by income insur 


and lapse is not so 














SERVICE TO SALESMEN 


We gave over 8,000 prospect 
leads. to our salesmen during 
January and February, 1924. 


BANKERS LIFE COMPANY 


GFO. KUHNS, President 
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NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 
Waiver of Premium 


BROADER DOUBLE INDEMNITY CLAUSE 
‘Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 








independent of the 
business insurance, and by inheritance 
tax provision, and the like. Program- 
building links these things together, and 


ance for the wife, 


all the time keeps wife and children 
in sight. 
Then, in many, many homes there 1s 


the problem of the old father or the 
old mother, and of what would happen 


to him or her should the son die first. 
An annuity makes certain that in such 
an event the aged one shall not suffer 


shall not be dependent on the be- 
grudged charity and care of a daughter 
in-law or a son-in-law. 

There are many men and women who 
in their budget-planning, and in the dis- 
position of their estate, provide for 
something to be given to a charitable 
or philanthropic institution. Life insur 
ance, more advantageously than almost 
any other form of provision or endow- 
ment may be employed. The carrying 
charges from year to year are small. 
Nothing comes out of the body of the 
estate. Payment is direct to the institu- 
tion. 

The following are a few Italian epi 
gramatic proverbs : 

A bad compromise is often better than 
a good law suit. 


Keep company with the good and 
you'll be numbered with them. 
Eat after your own fashion; dress as 


others do. 

Big trees yield more shade 

Think much and often; 
and write less, 

Many have been sorry for 
ior silence. 

He who stops at the first inn he comes 
to is likely to wish he had not. 


than fruit. 
speak little 


talkings, few 








The platform we 


in the field is one of 


Contract 
Policies 


Womet 





Prompt 


OUR PLATFORM 


present to the 
service 
direct 
Co-operation in working out field problems. 
issued 
Standard ‘policies down to age 10. 
accepted on same 
Risk acceptance 
on men engaged in hazardous occupations. 
payment of claims. 


Our field men-bave found that these liberal service principles haye made it pay ‘te 


public and to our “Standard Bearers” 


Its planks are 
with the Company. 
with dispatch. 
basis as men, 


on sub-standard lives and 


tx 
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Lincoln Life Building 








The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” . 


Now More Than $325,000,000 in Fores 


Fort haem ‘Tndinna 
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B. S. BLANTON’S ANNIVERSARY 


B. Scott Blanton, manager at Chatta 
nooga for the Phoenix Mutual Life, re- 
cently celebrated the tenth annive rsar) 
of his connection with the company. His 
first connection was as assistant to Man- 
ager Wingfield in building up the age ney 
and later as manager when Mr. Wing 
field decided to give all of his time to 
personal writings. Mr. Blanton js 
prominent in insurance circles in Chat- 
tanooga, has been president of the Lif 
Underwriters’ Association and is als 
active in civic affairs. 





PITCHER RIXEY MAKES GOOD 


_Pitcher E. Rixey, star twirler for th 
Cincinnati National League baseball 
team, is an agent for the Massachusetts 
Mutual Life between games and between 
seasons. During July Rixey pitched 
thirty-three consecutive innings without 
a run being scored against him and so 
iar this year he has paid for $100,000 of 
life insurance through the Cincinnati 
agency, 


THIS LETTER PULLED 


The life insurance department of 
Schiff, Terhune & Co., 85 Maiden Lane, 
has sent out this letter’ which has proved 
to have a pull: 

Dear Sir: One of our largest life in 
surance companies has rece ntly issued 
a policy which, we believe, is particu- 
larly suited to your requirements. 

We are certain that a proposition as 
attractive as this has never before been 
brought to your attention. 

If you will advise us when it will be 
convenient for you, we shall be glad 
to have one of our representatives call 
and go into the matter with you. 


Nearly Mob een 
(Continued from page 3) 


UNDERWRITER in explaining to Mr. 
Ryan that one reason why the Shapro 
achievements were marvelous was _ be- 
cause most of the work of his men was 
done in “tank towns.” This got every- 
body from Oakland, Berkeley and — 
lar towns, sitting around the table, ex 
cited, and the reporter escaped with his 
life only after he had made the most 
profuse apologies, and after  futilely 
attempting to square himself by saying 
that there were more people in two 
blocks of lower Broadway than there 
were in Berkeley. “So from the New 
York standpoint Oakland and Berkeley 
are ‘tank towns’ he proceeded lamely. 

But there are no “tank towns” in Cali- 
fornia. “Eyery municipality is a metrop- 
olis, or hopes some day to be one. 
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hepertant Changes 
In Negro Mortality 


NOW MUCH MORE FAVORABLE 





Improvement Marked in Cities In Spite 
of Bad Living Conditions; Degen- 
erative Diseases Worse 





A valuable study on recent changes in 
negro mortality made by Dr. Louis I. 
Dublin, statistician of the Metropolitan 
Life, was made the basis of an address 
before the National Conference on Social 
Work held recently. 

A race, still living in many areas 
under primitive conditions of sanitation 
and often from hand to mouth, is to-day 
enjoying a life expectancy just about 
that of the white people of America only 
thirty or forty years ago, says Dr. Dub- 
lin. In 1920, the average expectation at 
birth among insured negro lives was well 
over forty-one years; it is now over 
forty-six years. These figures are 
about the same as for a number of 
European countries before the Great 
War. The negroes are only a generation 
behind the achievement of the white 
people of the country—not a serious 
handicap to overcome when we consider 
that they have had control of their des- 
tinies for only a little more than a half 
century and have been served by health 
conserving agencies for even a shorter 
period. The recent gains in longevity 
and yeneral well-being hold out the 
greatest promise for the future of the 
negro in America. 

The facts concern close to two million 
negroes who are insured in the indus- 
trial department of the Metropolitan 
Life. They include men, women and 
children at all ages; they are engaged in 
every conceivable occupation. They live 
almost altogether in the towns and cities 
of the country. This is important, be- 
cause it is especially in the cities that the 
health conditions among negroes have 
heretofore been found very unsatisfac- 
tory. In the Registration States of the 
United States for the last year available, 
1921, the deathrate among negroes liv- 
ing in the rural parts was 13.8 per 1,000, 
as contrasted with 10.6 for whites, 
whereas the rate in the cities was 19.7 
per 1,000 as against 11.8 for whites. In 


other words, while the mortality in the 
rural parts of the country was only 30% 
higher for the colored than for the 


whites, it was 67% higher in the cities. 
The experience of the Metropolitan is 
accordingly among a large group of 
people who have in the past lived under 
unfavorable conditions. The negroes of 
the cities would appear to have been out 
of their element, where they were not as 
yet adapted to the climatic conditions, 
to the prevailing industries or to the 
housing that was available to them. 


How Morality Has Improved 


The detailed mortality records of the 
Metropolitan Life Insurance Company 
go back to 1911. In that year, the mor- 
tality rate was 17.5 per 1,000 among in- 
sured negroes. In 1923, the rate was 
14.5, which represents a drop of 17.3 per 
cent., or more than one-sixth. A very 
gratifying improvement also occurred 
among the colored people living in Reg- 
istration Cities of the United States. 
This amounted to 22.7 per cent. between 
1911 and 1921. The improvement, when 
translated in terms of longevity, means 


that the colored males insured in the 
Metropolitan have in the short inter- 
vals of twelve years increased their 


life-span by nearly six years and that 
colored females have extended their ex- 
pectation by nearly five years. Very 
much the same gains are found among 
the negroes in the general population. 


FRANK J. HAIGHT 


CONSULTING ACTUARY 
Hume-Mansur Building 


India Ind. 
Habbell Building 
Des Moines, lewa 
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That, of is an astounding im- 
provement, in view of the short period 
in which ‘it has occurred. 

Tuberculosis has* been, and still is, the 
outstanding Cause of death. among the 
colored people: One out of every six 
colored persons ultimately dies of tuber- 
culosis. There has been a very remark- 
able improvement in this condition in re- 
cent years, however. In 1911, tubercu- 
losis was responsible for 418 deaths for 
each 100,000 colored persons insured in 
the Metropolitan. In 1923, the rate was 
246, or 41 per cent. less. There was no 
improvement in 1923 over 1922, but prior 
to 1922 the rate of decline was very 
rapid. Between 1918 and 1922, the rate 
dropped uninterruptedly from 391 per 
100,000 to 246. The mortality rate among 
the colored policyholders from tubercu- 
losis is beginning to look like that among 
the whites only twenty years ago, when 
the tuberculosis campaign was begun. 
Nothing indicates so well the general 
health condition of a race as the inci- 
dent of tuberculosis and nothing reflects 
so well an improvement in its mode of 
life as does a big drop in the tuberculosis 
deathrate. 

There can be no question that this im- 
provement in tuberculosis is the result 
of great advances in the economic and 
social condition of the colored people. 
There is still, however, much for them to 
do and there is every reason to believe 
that they will do it. The colored people 
have, as a race, good physiques and they 
are learning all the time to take better 
care of themselves in relation to their 
changing environment. 

While these facts are encouraging, Dr. 
Dublin points out, there are some items 
which are not so satisfactory. The still 
high mortality of the colored people at 
the present time results largely from the 
degenerative diseases, like cerebral hem- 
orrhage, organic diseases of the heart, 
and chronic nephritis. The first two, 
cerebral hemorrhage and organic heart 
disease, show substantial 
their rates since 1911, and the fast one, 
chronic nephritis, shows no improvement. 
Likewise, cancer and diabetes show con 
siderable increases between 1911) and 
1923. The five conditions mentioned 
above when combined, account for 35 
per cent. of the total mortality of 
colored policyholders, and it is discon- 
certing that such important diseases are 
not on the mend, but are actually get- 
ting .worse. The campaign against the 
venereal diseases has apparently not be 
gunto be felt by the colored communi- 
ties. Syphilis and its sequelae are not 
declining but are becoming more wide- 
spread. 

Also the homicide rate among the 
colored is eight times as high as among 
the whites, and among males at certain 
ages it is fully ten times as high. 
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HOME LIFE 
INSURANCE COMPANY 
of NEW YORK 





ETHELBERT IDE LOW, President 








The 64th Annual Report shows: 





Premiums received during 

1G GORE 190D cvesncccstaccs 97,606,855 
Payments te Policyholders 

and their Beneficiaries in 

Death Claims, Endow- 

ments, Dividends, eto...... 5,871,544 
Increase in Assets.,........ 2,401,567 © 
Actual Mortality 4% all the. te 
amount expected. 

Insurance in Force.......... 247,373,210 
Admitted Assets ......... . 488,222 


FOR AGENCY APPLY TO 


GEORGE W. MURRAY, 


Superintendent of Agents 
256 Broadway. New Yerk 








The Missouri State Life pro- 
vides for Insurance Men an 
Improved Brokerage Service 
in its Branch Offices, cover- 
ing Life Insurance, regular 
and Substandard, as well as 
Surplus lines; Group Life; 
Group Accident and Sick- 
ness; Accident and Health 


Insurance. 


“All the commission belongs 
to the Broker”’ 


‘The Missouri State Life had 


$509,558,112 of Life Insurance 
in force as of June 30, 1924. 


‘The Missouri State Life is a 
legal reserve company, which 
writes both participating and 
non-participating Life policies 
in all standard, and many spe- 
cial, forms. Its policies con- 
tain the most liberal double 
indemnity and total disability 
benefits. 


The Company offers a wide 
range of forms of trust fund 
and income settlements, with 
guaranteed interest return and 
most attractive provisions for 
excess interest dividends; 
backed by an unexcelled record 
for interest dividends paid on 
both participating and non- 
participating policies (our 
trust fund rate on trust fund 
and income settlements has 
never fallen below 5 per cent, 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. SINGLETON, 
HOME OFFICE: 


LIFE ACCIDENT 


a direct result of the Com- 
pany’s high interest earnings). 


Our Accident and Health 
policies have many exclusive 
features and provide full 
coverages for various classes 
of risks. Fair and careful 
underwriting enables us to 
give exceptionally prompt and 
liberal service on claims. 


In 1923 the Company paid to 
Life policyholders and bene- 
ficiaries $5,408,473; since its 
foundation in 1892 the Com- 
pany has paid to Life policy- 
holders and beneficiaries $30,- 
173,951. 


Last year the Company’s Field 
Organization paid for more 
than $155,000,000 of Life In- 
surance, and stood fourteenth 
among all Life companies in 
production for the year. In 
the first six months of 1924 
our Representatives paid for 
$75,446,990 of Life Insurance. 


PRESIDENT 
SAINT LOUIS 


HEALTH GROUP 














Good Ads Used by 
Trust Companies 


IN CONNECTION WITH TRUSTS 


How Bankers Emphasize Insurance in 
Seeking Trusts; Fine Publicity That 
Has Value for Agents 


\ collection of the most effective ad 
vertisements that have been used by 
banks and trust companies throughout 
the country in calling the attention of 
the public to the advantages of the life 
insurance trust has been made by the 
special insurance committee of the trust 
company division of the American Bank- 
ers’ Association The committee was 
careful not to include syndicated or 
copyrighted material. 

It is probably the first collection of ad 
vertisements of this kind that has been 
made and all are exceptionally good. To 
show the extent to which the advertising 
of life insurance by trust companies and 
banks is carried and the spirit of co-op 
eration that enters into this publicity, a 
these ads are reproduced here. 
his is fine publicity for life insurance 
and has advantages for the agents who 
will make use of it 


lew ol 
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The Breadwinner 
In the overwhelming majority of cases 
the substance of the family depends up 
on the current earnings of the husband. 
He is the breadwinner who has definitely 
assumed responsibility for the support 
of those dependent upon him. His wife 
and children have a right to look to him 
tor adequate maintenance 
His lite has a value to the dependent 
members of the family—and it is this 
value that justifies Life Insurance 
Buy Life Insurance! 
See an Agent Today! 


To My Wife 

“TL Jeave my Life Insurance money in 

trust to provide her with a sure income 

always” 

Phink of the feelings of security and 
vratitude that this letter gives to a sor 
rowing family. 

lo carry life insurance is a sure 
to create an estate. 

lo provide for its proper administra 
tion by means of a Life Insurance Trust 
sure way to perpetuate its useful 


Wa\ 


SBS a 
ness 
And Now She is Giving Music Lessons 

\ Chicago commission merchant left 
his wife $12,000 life insurance. On advice 
of a well meaning friend, she invested 
every cent of it in “a sure thing.” Now 
she gives music lessons to the children 
ol sympathetic neighbors. 

Carry all the life insurance you can; 
increase it as you prosper, but con 
erve the principal and a steady income, 
by creating an Insurance Trust. 


Will Your Widow Have to Work? 


SITUATIONS WANTED, FEMALE—Widow 
with two dependent children wants 
teady work. Address Box M299, 

You can read a whole story between 

the lines of this want advertisement: <A 
happy  home—children death 
and inadequate funds for the depend 


sickness 


ents. 

Sufficient life insurance placed — in 
trust by the husband would have pro 
vided happiness for all and education for 
the children 

You can readily picture the conditions 
when no provision for such an emerg 
ency is made, 

Let us tell you how easy and inexpen 
sive it is to establish a Life 
Trust. 

lsk today for booklet entitled 
“Protecting the Home Circle.” 
The edition is limited 
For Your Children’s Sake 

Provide for their care and training 

in Case you are suddenly taken away 

The presence of children completes. a 
happy home, and also a real responsibil 
ity upon the parents. 

The future place of your children in 


Insurance 
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the world will depend largely on the care 
and training which they receive. 

You now see to it that they lack for 
nothing, but suppose you were suddenly 
lost to them. How about their future 
then? 

Adequate Life Insurance left in trust 
with us to be administered for the benefit 
of your children, will assure them a 
constant income. Can you accept less 
than an absolutely certain provision for 
their future welfare? 

How Will Your Wife Invest 
Your Insurance Money? 

Have you ever thought of that? Do 
you realize how thoroughly inexperi- 
enced she is in matters of this kind? 

Do you want her to rely on some 
friend who, while kindly disposed, is in 
all likelihood not competent to advise 
her wisely ? 

Do you want her to be subject to the 
alluring stock offerings that promoters 
have a way of getting into the hands of 
widows ? 

Her interests can be safeguarded by 
making your policies payable to this 
Company as Trustee, under special trust 
agreement. Not only will the principal 
then be conserved but a steady income 
assured as well. 

Think what it would mean to her to 
be told by one of our trust officers of 
this thoughtful provision of yours. 

Will You Die at the Right Time? 

if you knew when you were going 
to die, and, 

if the time were sufficiently long off, 
and 
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Leslie G. McDouall, Assistant 
Trust Officer, Fidelity Union Trust 
Co., Newark, N. J. 











—if you knew you would keep your 
health and earning capacity and not suf- 
fer any reverses, you could, probably, 
provide adequately for the welfare of 
your family. 

But since none of these things are 
known to you—the best thing to do is to 
buy Life Insurance! 

Buy Life Insurance! 
See an Agent Today! 


Take Our Life Insurance to Pay 
Inheritance Taxes 

Very few estates of any size have 
enough cash to take care of Inheritance 
Taxes. This makes necessary the sale 
of security to supply the needed funds. 

You can prevent this by taking out a 
policy for this specific purpose. Take 
this up with your Life Insurance Agent 
now. 

A further saving will be effected by 
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*) The protection of the family, the educa- 
tion of the children, assured independence 
for old age, can all be made possible 
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Make a trial of the JOHN HANCOCK = 
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LIFE INSURANCE COMPANY 
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OF BOSTON, MASSACHUSETTS if, 


Over sixty years in’ business. 


Bilhon dollars in policies on 3,500,000 lives. 
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A month’s trial will help you. A few GA 
months’ trial will convince you that the iy 
Budget helps you to make the most of ou 
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making this policy payable to this Com- 
pany as Trustee, under a special trust 
agreement. 
Come in and discuss this 
with one of our officers 


Why Life Insurance? 


You should carry life insurance for 
many reasons, but here are a few that 
are convincing: 

Your life is uncertain and life insur- 
ance makes it possible for you to meet 
the obligation of caring for your de- 
pendents. 

Life insurance provides an easy and 
systematic way in which to save money. 

Life insurance enhances your credit 
with your banker and provides a reserve 
account since the policy has a loan value 
and a cash surrender value. 

Talk to your Life Insurance Agent to- 
day. He will tell you how much you 
should carry, how to make the payments 
easily and how to safeguard the insur 
ance estate you leave. 

A Wise Man 
will buy all the life insurance he can. 

He will also use our LIFE INSUR- 
ANCE SAVINGS PLAN. Because 

1—He saves money by it. 

2—He gets his life insurance cheaper. 

3—He never defaults on his premium. 

4—He can carry out a definite life in- 
surance plan and is thereby enabled 
to buy more insurance. 

Why pay four to six per cent. more 
for your life insurance by paying prem 
iums quarterly or semi-annually. 

All companies charge six per cent. on 
deferred payments when premiums are 
paid quarterly and four percent. when 
paid semi-annually. 

Our life insurance savings plan saves 
you these penalties. Your annual prem- 
ium will be earning you four per cent. 
while you are saving it. 


CONSULT YOUR LIFE INSUR- 
ANCE AGENT TODAY AND ASK 
HIM THE VALUE OF THESE 
PLANS. 

CALL AND LET US_ EXPLAIN 
OUR LIFE INSURANCE SAVING 
AND LIFE INSURANCE TRUST 
PLANS. 


MAKES CHANGES IN RULES 
Lincoln National Requires Only Single 
Examination Up to $50,000; Charges 
For D. I. Provision 
The Lincoln National Life of Fort 
Wayne has made the following changes in 

its rules for new business: 

The company will require only a single 
examination for amounts up to and in- 
cluding $50,000 after this date, provided 
the examination is made by the regular 
chief examiner. 

For amounts in excess of $50,000 we 
shall require two examinations. One of 
these examinations must be made by the 
regular chief. 

Hitherto it has been the practice, when 
preliminary term has been requested on 
an application on which double indemnity 
has been applied for, to include the pre- 
liminary term charge for this feature in 
the amount shown on the preliminary term 
rider. 

This practice has now been discontinued 
and in the future the preliminary term 
charge for the double indemnity feature 
will be included in the double indemnity 
contract. The indorsement which will be 
inserted to cover this charge on the double 
indemnity contract will read as follows: 
“In consideration of........ cents, this ad- 
ditional insurance contract is placed in 
force during the interim period from 


The Continental Life of St. Louis held 
its second annual agency club conven- 
tion at the Brown Palace Hotel, Denver, 
last week. Two days were given over 
to business sessions with selling talks 
by club leaders and addresses by officers 
of the company. A number of pleasure 
trips were also features of the program. 
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Should Sound Bright 
Note in Sales Plans 


SAYS ADVERTISING WRITER 


Would Emphasize Efforts to Prolong 
Life Rather Than Inevitability 
of Death in Selling 


hat the life insurance companies and 
their salesmen should do away with the 
old, solemn arguments concerning the 
inevitability of death and the uncertainty 
of life and should emphasize the bright 
side of the fact that they are selling 
life insurance, says a writer in “Printers” 
Ink” for August 14. The author, Amos 
Stote, goes on to say: 

The companies in this field have the 
most perfect term imaginable. There is 
not a trade name or coined term in use 
that can compare with it. Who does not 
want life insurance? Even the deter 
mined suicide would turn from his task 
of self extermination if he could gain the 
glorious fecling of insurance of life. Not 
mere endurance, but life, the spark that 
conquers and thrills. 

And it is just this which the companies 
have done so much to develop. Let them 
use educational-advertising to tell the 
people how they have increased the 
average length of life. Let them tell of 
their tireless researches in the realms ot 
dict, ventilation, work-fatigue, dress, ex 
ercise, medical examination and all the 
many other studies they have engaged in 
to the end that they may give longer 
life to their policy holders. And not only 
longer life, but better and fuller life, 
happier life, more successful life. 

Few bodies have performed such life 
viving services which may be specifically 
summed up for the impressing of the 
individual who is humanly interested in 
his own bodily welfare, as have life in 
surance companies. They have as dis 
tinct appeals to make in connection with 
the prolongation of life and vitality, and 
all contributory advantages, as an auto 
mobile service station has to offer in the 
matter of keeping cars in condition. 

And what an emotional appeal, if they 
will but impress the true significance of 
their priceless title. L-i-f-e I-n-s-u-r 
a-n-c-e. Heaven brought to earth. The 
one desire for which men will give ali 
they And it can be bought. 
You don’t have to sell your soul to the 
devil or drink some witch’s brew at mid 
night. Life insurance is devoted to pro 
longinging life, to adding years of health 
and happiness to those who invest in it. 

Let the life insurance companies con 
tinually drive this home. Let them pub- 
lish these facts broadcast. Let them 
repeat and repeat this thought as the 
central theme of all their messages. Let 
them impress the truth of this argument 
by pointing out that it is to their selfish 
interest to prolong life. That they make 
their money and build up the strength 
of their organizations by doing so. 

Policy holders and prospective policy 
holders will not object to paying for 
such a service. The irrritation of the 
public against insurance agents, the 
jokes and the insults thrown at them, 
would be swallowed up in appreciation 
if the companies would but give their 
advertising a truly educational turn and 
make it constructive. — , 

Instead of working on fear, which is 
a strong but resisted emotion, the com 
panies should work on life and its desire, 
which is the strongest and most welcome 
emotion. 


Fear Argument Overworked 


possess. 


Let the companies do away with their 
old, solemn arguments concerning the 
inevitability of death and the uncertainty 
of life. Let them cover up the lurking 
spectre and impress their prospects with 
the new opportunities for longer life. 
Not only will their representatives find 
the whole public attitude toward them 
improved, but even the conscientious 
policy purchaser who wants to do his 
duty will be relieved of that feeling that 
he is making out a will when signing an 
application blank. 

Giving the fear argument full credit, 
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MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head 


Office for information. 


Fidelity is a low-net-cost company operating in 40 
states. Full level net premium reserve basis. Over Quarter 
of a Billion insurance in force. Faithfully serving insurers 


since 1878. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTEK LE MAR TALBOT, President 

A few agency openings for the right men. 
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and it has much in its favor, the fact 
remains that it has been heavily worked. 
That it has brought results is manifested 
by the growth companies have had 
Last vear they were credited with more 
than ten billion dollars’ worth of new 
business, which equalled the entire 
amount in force in this country twenty 
years ago. Also the total value of pol 
icies today, including those of fraternal 
organizations, is more than seventy 
billion dollars. 

If we considered only the figures and 
not the field it would seem so stupendous 
a sum represented the limit. But human 
elasticity has no fixed limit. That is the 
vreat hope of insurance—and the great 
strength of educational advertising. 

Educational advertising offers [fe in 
surance the opportunity to increase its 
business with less selling expense, les 
loss through lapses, less resistance to it 
representatives—and = greater freedom 
from governmental interference. 

It also offers life insurance an oppor 
tunity to strengthen its position through 
serving the country which provides it 
with the most profitable field for oper 


ation in the world. Surely the privilege 
of serving the nation which so generous 
ly supports their service, and at the same 
tne to add to their own strength, is not 
a mean objective for the life insurance 
companies, 

\s with all educational advertising, to 
give people a really intelligent under 
standing of the service and value of Life 
surance, it is that such a 
beginning of 


necessary 


program vo back to the 


things. It is a human quality to take 
! . 1 

things for granted. For that reason the 
publishing of the progress of a move 


ment gives Opportunity to emphasize the 
contrast between the past and the pre 
ent and to prove that what people now 
take tor granted, and without apprecia 
tion, was denied their father 


CHATTANOOGA SCHOOL 

Dr. Charles J. Rockwell, director of 
the life insurance school at the Univer 
ity of Pittsburgh, conducted the first 
school of life insurance salesmanship to 
be held in Chattanooga, which was in 
session there this summer. 
fifty graduates. 
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The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
Columbian National Agents ate in a position to offer the best forms of 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Policies backed by one of the strongest companies in the country, having 
ample capital, surplus and highest standard of reserves. 








proposition. 


Address, 





PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- | 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 
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INDIANAPOLIS 


Katahiinned 169% 


All agency contracts direct with the company 
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“Baiting” Railroads 


—_—— 


WHAT THEY MEAN TO COUNTRY 


Vice-President J. A. Barbey of New 
England Mutual, Tells of Importance 
of Healthy Condition of Railroads 





Of all the sufferers from the effects of 
the late War, our transportation companies, 
both steam and street railroads, seem to en- 
list the least sympathy and understanding 
of the public, says Vice-President J. A. 
Barbey of the New England Mutual Life 
in discussing the importance of the rail- 
roads to national prosperity. Loaded with 


burdensome and uneconomic 


rules, and 
starved by inadequate rates, they are still 
the popular target of the political dema- 
goguc, and the victim of the selfish privilege 
seeker. 

It requires brains, foresight and courage 
to build, equip and operate a railroad, and 
to construct feeders through territory that 
may not pay to 


many years. Only faith 
in an enterprise will enlist the necessary 
capital to insure 


success; and so many of 


us are busy besmirching the railroads and 
beseeching the Government to deny them 
just and adequate 


living conditions, that 


we are putting shackles on the develop- 
Without the raii 
seaboard cities might prosper 
and grow, but many of our now important 
inland cities would be mere hamlets. 

man im this country is indebted 
to the railroads, says Mr. Barbey. Some 
portion of what he eats, of what he wears, 
ot the house he lives in or of what he has 
produced, has been tran ported on a rail- 
road. Ii the railroads disappeared over- 
night, disease and starvation would soon 
decimate our populous cities, untold suf- 
fering would be our lot, and reconstruction 
on thei present rights ol way would be 
started at once. 

‘Transportation is like any other business 

it cannot without capital expend- 
itures; and capital finds no attraction in 
an enterprise supervised by expert politi- 
cians, and loaded down with rules that 
require two men to do one man’s work. 
If business is to grow, our railroads must 
grow; and if our railroads are to grow, 
they must be made more attractive to 
capital. 

“If we are to compete in the world’s 
markets,” concludes Vice-President Bar- 
bey, “and we certainly will have to if we 
are to maintain our prosperity—-we must 
utilize to their best advantages our surplus 
energy and resources, augmented by trans- 
portation rendered cheap by its efficiency 
and abundance. No one would expect a 
mill with broken-down or inadequate ma- 
chinery to compete with a mill with up-to- 
dat machinery well cared for. We cer- 


ment of our country. 
roads, oOul 


ILVCLy 


exist 


tainly cannot compete in the markets of 
the world with crippled railroads. 

‘It is time to cease the popular baiting 
of the railroads; it is time to recognize 
their importance and necessity; it is time 


to allow men, trained in their duties, and 


odious and clogging rules, 
to bring them to a state of usefulness and 
perfection that will attract the capital they 
so sorely need. 

“every holder of a Life Insurance policy 

a capitalist to the extent that some part 
of his funds must be invested in business 
enterprises. Every policyholder, therefore, 
has a vital interest in the prosperity of 
business in this country. Unless he bears 
this in mind, when he hears of unwar- 
ranted attacks on busine or hampering 
legislation, he cannot take an_ intelligent 


interest in his own affairs.” 


unhampered by 


FRANK LANE AN AGENT 
Lane, youngest son of Louis 
Lane, of the Manhattan Agency of the 
Equitable Life Assurance Society, is now 
elling insurance in New York. He 
celebrated his twenty-first birthday by 
writing a $1,000 annuity policy. 
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Life Insurance Tress 
(Continued from page 1) 
ing documents, entering it on the books 
and for the saickeeping of the insurance 
policies. 


Making the Most of Estates 


In discussing means of making the 
most of estates through joint trust com 
pany and life insurance service, Franklin 
W. Ganse said: 

Can the trust companies and the life 
underwriters of the country materially 
increase their service to estates and 
beneficiaries by working together? 

The answer depends upon the concep- 
tion of what service is really needed, in 
the interest of his estate, by the prospect 

If he is a man of large means, a cor 
porate executor and trustee is to be 
preferred, and the trust company should 
try to serve him. 

If he has accumulated but little, the 
life underwriter should provide him an 
estate on easy terms. 

There is a great multitude of success 
ful men, who have growing estates of 
moderate size; and for them at least we 
seem to need a new conception of the 
service which will make the most of their 
estates, To do this may well call for the 
help of both of these agencies, and that 
help cannot be given successfully unless 
they work together 

Phe present estate of such a business 
or professional man consists, in most 
cases, partly of life insurance and partly 
of assets, all that he 
is prepared to leave to all beneficiaries 
in case he should die now. 

Let us suppose a case in which he owns 
$5,000 of good bonds, a $10 000 home sub 
ject to a $5,000 mortgage, a business 
worth $10,000 net and $5,000 in) other 
income producing assets; besides $25,000 
in es rate life insurance payab le in one 
um to his wife. This man’s income is 
now about $15,000 per year and is in 
creasmy He intends to send his boy, 
now twelve, to college. His wife has 
litthe business knowledge or experience, 
The home is a suitable one for the wite 
to keep, if she can, even if her husband 
hould die in the near tuture. 

This estate has several very definite 
needs, in order to make the most of it. 
Leaving out the most obvious—-to in 
crease it to some reasonable minimum 
through additional life insurance—how 
can this estate be put into the best 
possible order in view of the facts stated 
and leaving the amounts as at present, 
totaling $50,000 ¢ 

1 Making the life insurance payable 
right is about all that the underwrites 
can do for this estate as it stands. 

2. The will must be carefully drawn 
and the executor carefully selected to 
make sure that the business will) be 
handled and sold to the best advantage. 
3. $5,000 should be set aside (by the 
will) in trust to pay off the home mort 
yaye, iW that is the owner’s desire 

4, $4,000 should be set aside in’ trust 
with income to the wife until the boy is 
ready for college, when the principal will 
help him through his four vears’ course 
It is not fair to the wife to leave this 
matter for her to decide either way. 

5. The remainder of the estate should 
be left in trust with such provisions as 
to income and emergency uses as the 
husband deems best 
Is there any doubt about the much 
larger service which joint or co-oner 
ative work can give the estate? This 
eems to turn upon oa fundamental 
change in the approach which many life 
underwriters are making now, as com 
pared with a few vears back, and upon 
the question whether the same general 
plan which they use in reference to the 
life insurance proceeds may not” be 
adapted, in co-operation, to trust com 
pany service for the remainder of the 
estate. This change involves life insur 
ance selling and service based not upon 
a guess of the agent or the prospect, but 
upon a careful analysis of the most im 
portant needs of the prospect, his family, 
his business and his estate, and meeting 
such needs as far as he is able to do so. 

Is there not a large field for trust com- 
pany and life insurance service by putting 
the whole estate in the best posstble order 


counting as “estate” 
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~Massachusetts Mutual. 





to any real worker in the field. 





A Company With Friends Everywhere 


The agent who is selling insurance in this Company, which for seventy- 
three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
testifying that there is no better company in the land than the old 
Its enviable record for service and the low net 
cost of the protection furnished make a combination that assures success 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL | 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 
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based upon an analysis of the needs of each 
particular case’ 

Any successful man is naturally in 
terested to leave a_ respectable estate. 
He can easily be sold “the estate idea,” 
which involves not only continual build- 
ing but also putting and keeping in good 
order the estate already built. If the 
estate is a modest one, so much the more 
necessary to “make the most of it.” 

Among the most necessary steps to 
this end are making a will, selecting the 
right executor, tying up principal so that 
it cannot be spent too rapidly, providing 
for wise investment and reinvestment 
and making sure of other vital financial 
steps in the family’s future; merely 
tying up principal so that it will provide 
necessities for life instead of luxuries for 
a few years is a service of inestimable 
value. The underwriter can do it, and 
is more and more doing it, with the life 
insurance, But how about the assets of 
the moderate-sized estate? Are they 
usually left in trust? As a matter of 
fact a majority of such prospects do not 
even leave wills, much less trusts or 
other definite designations. 

Some of the needs which the up-to- 
date life insurance agent emphasizes and 
tries to meet through his contracts—in 
fact most of them—ean be met equally 
well with cash received from estate as 
sets, if they are properly set aside for 
such specific uses. The following is the 
schedule of such needs as used in placing 
life insurance: 


The Ten Links 


1 SQUARING UP with the world by 
paving debts, taxes, expenses of last 
iIness, ete., and leaving — sufficient 
ready money to take care of the fam- 
ily for a few months during the re 
adjustment period, 

BRIDGING the period from the 
death of the father to the time when 
the youngest child shall have gradu 
ated from high school; that is, putting 
the next generation on its feet to the 
extent at least of a high-school edu- 
cation, 


w 


wn 


N 


. COLLEGE EDUCATION. 


= 


KEEPING A ROOF over the fam- 
ily’s head in the present home, if 
any, or providing for rent of a mod- 
est apartment, or a lump sum to buy 
a home in the country or in) some 
small town. 

PERIODIC INCOME for the wife 
for her entire life to cover bare 
necessities of life. Whether life in- 
surance should cover comforts and 
luxuries may be a question, but that 
it should) absolutely cover bare 
necessities is certain. 
RETIREMENT. The ultimate use 
of all insurance funds in the old age 
of the insured for the maintenance 
of himself and his wife, if living. 
One of the principal dependents to 
be looxed after is yourself when you 
vet too old to work. 

BUSINESS INSURANCE, which 
may be the most important item in 
the whole list. This form of pro- 
tection is necessary if your interest 
ina firm or corporation might) be 
impaired by your death or that ot 
some business associate. 
COMFORTS. Providing, if possible, 
for something more than the bare 
necessities of life for your wife and 
daughters—in other words, some of 
the comforts of life. This link should 
be added to the chain if you can af- 
ford to do it. 

Have you 
a son or a daughter whom you ex- 
pect to send to college? A small 
lite insurance contract will make sure 
of the college education whether 
you live to look after it or not. 
BEQUESTS. With the expense of 
administration increased so largely 
by estate taxes it is becoming. in- 
creasingly important to leave be- 
quests not subject to taxation, debts 
or delays. 

TAXES. The payment of  Inher- 
itance Taxes in a small yearly 
installment through life insurance 
rather than in a lump sum = which 
may exhaust the best assets in your 
estate. This provision should be 








have matured. 








Provident Mutual 
Life Insurance Company 


of Philadelphia 


Founded 1865 


ip ye forty per cent of 
Yeorrars . is 


Provident Mutual is upon the lives of old policyholders 
who not only evidence their satisfaction by insuring their own 
lives, but by recommending the Company tc their friends. 


the new _ business 


ty SPECIALLY valuable to the agents of the Provident Mutual 
is the active good will of those whose Old Age Endowments 
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made in all cases where the estate 
will be large or even of moderate 
size. 

This chain of protection is of course 
primarily made for the man of small or 
no estate aside from life insurance. This 
is particularly true of links 1, 2, 4 and 5. 
The remainder presunnose the owner- 
ship of at least some assets, even if no 
more than the equity in a modest home 
or a partnership in a small business. 
Links 6, 7, 9 and 10 are for those of 
larger means, including, for inheritance 
tax purposes, those who own already a 
substantial amount of assets. 

In most families of moderate means, 
but with a business outlook which in- 
dicates independance in old age, the 
needs which should be covered are more 
complicated than in the supposed $50,000 
case above described. Periodic income 
may be desired for a couple of daugh- 
ters; college education for several chil- 
aren; provision for upkeep of the home, 
for unpaid income taxes, for lump-sum 
or periodical bequests to favoriate char- 
ities or college; as well as a definite 
amount for inheritance taxes and ex- 
penses of administration. 

With the right sort of an approach 
end presentation of the fundamental 
idea, it seems as though many owners 
of moderate and growing estates would 
be more properly and more casily inter- 
ested in putting and keeping the whole 
estate in order, than merely in the spe- 
cial service which may be suggested for 
one side of the estate. 

We must remember that there are now 
many billions of life insurance in force 
on the lives of successful men, that its 
solume has doubled in the last few years 
and that there are therefore many more 
owners of moderate assets who carry 
about an equal amount of life insur- 
ance, as compared with a few years 
hack. 

We must also appreciate that the va- 
rious new forms of taxes have been re- 
lated in various ways to life insurance, 
so that life insurance service has neces- 
sarily come to mean more and more for 
those who naturally turn also to the 
trust companies for service in _ their 
great and growing field. 

The field for service and business in 
these two lines of work is unlimited. 
Only a small percentage of the life 
values of the country has been cov- 
ered by insurance and an equally small 
percentage of those who should make 
their wills, designating corporate ex- 
ecutors and establishing definite trusts, 
las already done so. Men naturally 
put these matters off. 

But it is more natural for a live, suc 
cessful man to take a broad, businesslike 
survey of his estate as a whole in the 
effort to make it accomplish as much as 
possible for those he loves, than to re- 
spond to a request that he make his 
will, or create a trust, or be examined 
for life insurance. 

Many thousands of life underwriters 
are calling upon these men. They can 
vet better hearings by building up and 
safeguarding estates than merely by sell 
ing life insurance. To do this they must 
be equipped to suggest making the most 
of the entire estate. We must grasp and 
sell “the estate idea.” 

The growing co-operation between 
trust companies and trust departments 
on the one hand, and life men in the 
field on the other, ought to put into the 
hands of these field men suggestive ma 
terial which will emphasize the real fact 
of the case—that more than the best 
trust service and the best life insurance 
service, each standing by itself—the es 
tate builder needs a growing estate, put 
and kept in’ first-class order, through 
jomt trust company and life insurance 
service. 


NEW OFFICES IN DETROIT 


The Prudential has opened two new dis- 
tricts in Detroit. One is in charge of B. 


C. Johnston, transferred from the super- 
intendency at Flint and the other in charge 
of Philbert M. Russell, a special inspector 
in the middle west with headquarters in 
Chicago, who has been appointed a super- 
intendent. 
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Calls Insurance One 
of First Principles 


NOT ECONOMICS SUB-DIVISION 


~ 
President Maginnis of Eureka-Maryland 
Assurance Goes Further Than Most 
Students of Insurance 





A few students of life insurance have 
in recent years come to the conviction 
that life insurance is an important factor 
in economics, but John C. Maginnis, 
president of the Eureka-Maryland As- 
surance Corp. of Baltimore, takes a far 
more advanced position than others by 
affirming that insurance, instead of being 
a sub-division of one of the principles of 
economics, is a new principle that is 
second only to production. 

Speaking of his decision on this sub 
ject he says: 

“For years we have endeavored to im- 
press upon the public mind the economic 
value of life insurance, and last year we 
gathered numerous facts from the statis 
tics of the past twenty-five years to 
prove our contention that the insurance 
business, and life insurance in particuls ir, 
formed a very important item in one of 
the principles of economics 

“My research work since that time, 
compels me to change my position on 
the matter. 

“Instead of proving that the insurance 
business of America is a ge factor 
in the distribution of wealth, | am now 
led to conclude that insurance, instead 
of being a sub-division of one of the 
economic principles, should be classified 
distinctly as a new principle of eco 
nomics, second in importance only to 
production. That the science of eco 
nomics should be predicated upon four 
principles instead of three; that these 
four principles should be production, 
conservation, distribution and consump- 


tion, and field of insurance in all of 


its branches, including life, marine, fire, 
casualty, fidelity, compensation,  etc., 
classified with forestry and other certain 
branches of agriculture, manufacture, 
mining and transportation, under the 
caption of CONSERVATION. 

“That, the text books of colleges and 
universities should be revised on the 
basis of admitting this principle, and em 
phasizing more diligently the importance 
of these new factors under a new classi 
fication. 

“One of the foremost students of in- 
surance today, Dr. S. S. Huebner of the 
Wharton School of Finance, Philadel- 
phia, has recently announced his inten- 
tion of producing a few volumes which 
will prove our former contention, that 
insurance is an important economic fac- 
tor in the United States, if not the world, 
but Dr. Huebner does not go far enough, 
and we are hopeful that his research 
work will lead him to conclude that 
insurance should be established as a 
principle of economics.” 





NEW REINSTATEMENT RULE 


Detroit Life Liberalizes Requirement to 
Six Months Conditioned on Recent 
Medical Examination 


The Detroit Life has changed its rules 
affecting reinstatement. Heretofore a 
personal certificate of good health could 
not be accepted after ninety days follow 
ing default in the premium. Now the 
company has extended the period, pro- 
vided that the insured has had a medical 
examination within eighteen months. 

Under the new rule a_ policy which 
has lapsed at the end of the first quarter 
of the first year, or at the end of the 
first half of the first year, or at the end 
of three-quarters of the first year, or at 
the end of the first policy year, may be 
reinstated upon furnishing a personal 
certificate of good health, satisfactory to 
the company within six months after 
the date of lapse. 

Again, a policy which it is desired to 
reinstate, may have lapsed five to ten 
years before, but if the insured has 
applied for new insurance and has passed 
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GOOD EDUCATIONAL PLAN 





A $5,000 Ordinary Life Policy at Age 35 
Made to Cost Only $17 a Year for 
Eighteen Years 


The following well-balanced proposal 
for an educational policy was drawn up 
by Thomas E. Hartmann, cashier of the 
New York office of the New England 
Mutual Life: 

Age of Father—35. Age of child—S. 
Child enters college at 18, leaves at 22. 
Period of coverage, 18 years. Put under 
option 1 (five years certain, $212 per 
thousand insurance, plus surplus earn- 
ings—now 134%). $5,000 insurance 
needed to provide $1,060 guaranteed per 
year during college term, and first year 
after leaving. 


$5,000 Ordinary Life, age 35—$135 





M MOOUCAES sacunse mess enercess 430 
Less dividends for 18 years........ 680 
Net preniiint cost’ ..c.c.e50088< $1,744 
Cash surrender value, 18th year.. 1,446 
Net insurance cost, 18 years...... $298 


This is at the rate of $17 a year. If he 
lives, he will provide the funds to see the 
child through college, and the “safe- 
guard” of the Educational Policy will 
have cost him only $17 a year. If he 
dies, the New England Mutual will see 
the child through. 

If the father decease before the child 
enters college, the income under Option 
4, is to be paid to the widow or guar- 
dian until the child reaches age 18. 

If the period of coverage is only four 
years, instalments certain will be $262 
per thousand, and only $4,000 insurance 
needed. 


EXAMINE VIRGINIA COMPANY 





Three States Find Life Insurance Co. 
of Virginia in Excellent Condition; 
Recent Expansion 

Examiners of the Virginia, Indiana and 
Louisiana departments have completed an 
examination of the Life Insurance Co. of 
Virginia for a three-year period ending 
December 31, 1923. The company was 
found in very satisfactory shape and they 
say in their report that “those in control 
of its operations have reason to feel 
gratified with the results accomplished 
during the years covered in this examina- 
tion.” 

At the close of 1923, ordinary insurance 
in force totaled $94,610,545 while total 
industrial insurance was $160,558,023, the 
report shows. Ledger assets were $35,- 
857,507.96; net legal reserve. $9,320,278; 
total surplus, $2,515,513.85. Total income 
for the year 1923 was $8,069,745.39 (indus- 
trial) and $2,641,393.78 (ordinary). Or- 
dinary policyholders were paid $494,734.64 
during the year and industrial policy- 
holders were paid $1,457,734.11. Total 
dividends paid stockholders since organiza- 
tion of the company were shown to be 
$3,814,923.50. Of this amount, $2,614,- 
923.50 was paid in cash and $1,200,000 in 
stock. 

Capital stock is now $2,000,000, consist- 
ing of 20,000 shares of $100 each. Mort- 
gage loans totaling $29,670,958.70 were 
outstanding December 1923. The re- 
port shows that on July 26, 1922, the com- 
pany acquired witlienar pihehe rty in the 
block bounded by Capitol, Broad, Ninth 
and Tenth streets in Richmond, giving it 
control of the entire block. Its five-story 
home office building at Tenth and Capitol 
had been erected some years previously. 
Within the past year, a new eleven-story 
building to take care of greatly expanded 
husiness has been erected in the block at 
Tenth and Broad, adjoining the older 
building. 

The report shows that the board of di- 
rectors on October 8, 1923. created a 
special asset reserve of $600,000 to cover 
any fluctuation of securities and an addi- 
tional special reserve of $400,000 to meet 
unexpected a: 


a iniaab medical examination with- 
in eighteen months from the time when 
it is proposed to reinstate the old policy, 
the personal certificate of good health 
may be accepted. 














Insurance Record, 1923 


New Insurance... . $ 96,148,025 
. . 719,421,634 
Increase of $58,623,876 which is 


61% of the New Business 


Insurance in Force _.. 


New England Mutual Life Insurance Co., 
Boston, Mass. 
































PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CONTRACT 
TO REPRESENT THIS COMPANY. 

FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE HAVE 
AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 

JACKSON MALONEY A. MOSELEY HOPKINS 

Vice-President Manager of Agencies 


























INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most Liberal formg ef ORDINARY Policies from $1,000.69 to $50,000.68, 
with premiums payable annually, semi-annually or quarterly, 


and 
INDUSTRIAL Policies from $12.50 to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1923 


— 







- Lcdaciebeudadebudddend o66déchacnccddannsccdpaqedaqesaseseceraenddecdndegiuads - aes 

SPE TPE EET eT LOTT TCC CPI T TTT TTT «++ 32,373,207.24 
Capital and Surplus - 4,543,406.91 
Insurance in Foree.......... - 295,168,568.00 
Payments to Policyholders......... ........-0-seeeeee - 2,606,004. 
Total Payments te  Pollephsiiere since Organization. ...........ssscccecseseeees 32,747,008.38 


JOHN G. WALKER, President 





























AYALA as BOR LCA) TOT We We) TI Loy TO TO TO tO Ao) We y Wy LY a 











THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has 
a record of EIGHTY-ONE YEARS of prosperous and suc- 
cessful business. It has passed through panics, pestilence 


and wars unharmed, and to-day, as a result of eight decades 





of endeavor, offers financial strength, reputation, magni- 


tude, leadership, and life insurance service. 


Those considering life insurance as 


a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 





34 Nassau Street 


New York 
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This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpor- 
ation, office and place of business 8 
Fulton Street, New York City. Clarence 
Ww. 1. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; 
Jerome Philp, Associate Editor. The ad- 
dress of the officers is the office of this 


Axman, President and Editor; 


newspaper. Telephone number: Beek- 
van 2076. 
Subscription Price $3.00 a year. Single 


copies 25 cents. Canadian subscriptions 
91.00 for postage should be added. Other 
sountries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class wtter April 
5, 1907, at the Post Office of New York 
under the act of March 3, 1879. 


PROTEST FROM SHINGLE MEN 

Among the other activities of the Na- 
tional Board of Fire Underwriters is a 
constant warfare on inflamable building 
construction. The nearer a_ building 
comes to being fireproof, the better for 
everybody in the community. But nat- 
urally some manufacturers object to this 
protection of the public when their ox 
is gored. 

A case to the point is the Red Cedar 
Shingle Bureau, of Seattle and Chicago, 
with offices at 38 South Dearborn Street, 
Chicago. During the early part of the 
year 1924 the National Board of Fire 
Underwriters issued a striking circular 
entitled “$379,000,000 Reward.” The cir- 

cular was a warning to the public. It 
contained valuable information relative 
to the protection of property against fire. 
It was attractively printed. 

The railroads of the country gave it a 
wide distribution and posted copies on 
the bulletin boards of various buildings, 
including passenger stations. The circu- 
lar, which showed causes of fire, was 
carefully worded and based on bitter ex- 
periences of the fire insurance com- 
panies in the United States and Canada. 
Among other things wooden shingle 
roofs were narrated as a cause of fire. 

When the circular came to the atten- 
tion of the Red Cedar Shingle Bureau, it 
sent Charles E. Marsh, a representative, 
to the railroad in protest. Marsh as- 
serted that the action of the railroad 
company in giving publicity to this cir- 
cular “injured a basic industry.” He not 
only protested but made a threat in which 
he pointed out that the railroads haul 
the shingles and receive a revenue from 
the shingles and for that reason should 
not spread literature of this character. 
The threat was that if the circulars were 
not removed, the shingles would be 
shipped over competing railroads. 

The shingle industry authorized the 
Underwriters’ Laboratories to make an 
investigation of wooden shingle roofing 
about two or three years ago. An in- 
quiry began and a considerable number 
of tests were made, but the results were 
so unsatisfactory that the investigation 
was called off. Tests were made in ac- 





cordance with the specifications for test- 
ing other varieties of roofing, but the 
shingle people claim that the tests were 
too severe. At the present time other 
tests are being made. 

Some of the railroads are ripping off 
shingle roofs from their railroad build- 
ings as fast as they can be removed with 
due regard to economy. The National 
Board of Fire Underwriters and the Na- 
tional Fire Protection Association are 
familiar with such propagandists as the 
shingle roof people, together with the 
threats that these associations some- 
times make, and naturally are going right 
ahead in their campaigns, taking the 
judgment of their experts and not at- 
tempting to destroy any basic industry. 
Nor do they desire to be unjust to any 
industry. Their duty is to heed their 
scientists and engineers who have had a 
life time training of unbiased and unselt- 
ish thinking. 





THE ADVANCE IN STOCKS 

Why are insurance stocks going up 
at a time when premiums are falling off 
and in the case of fire and casualty 
companies underwriting profit does not 
amount to much and in some cases is 
negligible? The investment securities’ 
houses were asked this week by THE 
EASTERN UNDERWRITER to comment on 
the situation and what they have to 
say will be found elsewhere in_ this 
paper. Each has one or more logical 
explanations for these advances which 
have been a feature in the financial 
news of the past few weeks. 

It develops that while the public for 
years has been investing in stock of 
newly formed insurance companies there 
has not been much of a trading market 
for stock in the companies long estab- 
lished, but more recently the brokerage 
houses have begun to educate the pub- 
lic relative to the advantage of insur- 
ance stock ownership with the result 
that investors are now taking a keener 
interest in insurance shares “as a buy.” 
Then, the agents of the country 
are turning to insurance stock purchases, 
realizing that they are here on surer 
ground when they own securities in 
corporations whose management in- 
spires confidence by long acquaintance, 
experience and observation. 

Thus, quite a lot of new buyers are 
on the scene. Some _ long-established 
brokerage concerns with long lists of 
clients seeking their counsel occasionally 
buy large blocks of insurance stocks, 
telephone to their clients that the se- 
curities are available and the sales are 
immediately made. This has advanced 
some of the stocks. But, more impor- 
tant than anything else, insurance is 
built on a rockbottom foundation; it is 
a business scientifically and conserva- 
tively managed; it has passed out of the 
realm of experiment; its progress is 
straight and sure—all of which makes 
the investment in insurance stocks at- 
tractive. 


too, 





Clarence A. Palmer, advertising man- 
ager of the Insurance Company of North 
America, who attended the convention of 
the advertising men in England, returned 
this week from abroad, coming back by 
way of Italy. 

* * * 

L. A. Spaulding, Agency Superintend- 
ent of the Manufacturers’ Life, Canada, 
is on a tour of inspection of the com- 
pany’s agencies in South Africa and 
Asia. 














The Human Side of Insurance 











E. A. ST. JOHN 








E. A. St. John, president of the Na- 
tional Surety Company, was besieged by 
reporters of daily newspapers this week 
following the publication by the National 
Surety of an advertisement proving that 
a crime wave is sweeping through Amer- 
ica and cautioning business and financial 
institutions to do their share in guard- 
ing against embezzlement, robberies and 
various other crimes. The statement was 
made in the ad that financial crimes last 
year footed three billions of dollars. 
At the head of the list were insurance 
and stock frauds which amounted to a 
billion; credit frauds which reached $400,- 
000,000; burglary, larceny and _ petty 
theft, $250,000,000; embezzlement, $100,- 
000,000; forgery, $100,000,000; robber- 
ics on the water and piers, $100,000,- 
000; railroad freight thefts, $25,000,000; 
home building frauds, $25,000,000. Not 
only carelessness but inadequate punish- 
ment of crimes, together with low stand- 
ards of honor, integrity and morality 
were responsible. Mr. St. John believes 
that new standards of ethics, back to 
old fashioned ideas of honesty, should 
be inculcated into the nation, starting 
with the school children. 


* * * 


James S. Swan, assistant to the supcer- 
intendent of agencies of the Mutual Lite 
of New York, motored down to Rich- 
mond, Va., recently to renew old ac- 
quaintances. He was formerly cashier 
in the Richmond office of the company 
and married a Richmond girl while 
located in that city. He was accom- 
panied on the trip by Mrs. Swan. He 
also visited Petersburg to view the graves 
of some of his ancestors buried there. 

* ok * 


Paul K. Judson, recently elected presi- 
dent of the Northern California Life Un- 
derwriters’ Association, is a John Han- 
cock man, having joined the W. B. 
O'Connor general agency at San Fran- 
cisco. 

x ok * 

Mrs. L. P. Homiller, of the General 
Accident at Philadelphia, Pa., who re- 
tired July 31, had been in the service of 
that company for twenty-five years. To 
mark the occasion of her retirement 
about fifty of the home office staff, 
headed by W. H. Howland, industrial de- 
partment manager, tendered her a fare- 
well dinner at which she was presented 
with a handsome floor lamp. 


John S. Boyd, of “Cosmopolitan,” a 
magazine of wide circulation and having 
an unusually large number of women 
readers, recently made an investigation 
of selling conditions in several New Eng- 
land cities, interviewing life insurance 
agents and some women, with a view to 
discovering what effect a wife has on her 
husband’s buying of life insurance. 
Some interesting facts as to conditions 
were brought out by this study. An ex- 
tension of it to cover more cities and 
the agents of a larger number of com- 
panies is contemplated in the near future. 

* * * 


Herbert Adams Gibbons, a writer on 
international relations, who recently met 
some United States managers, fire insur- 
ance company presidents and bureau 
managers, has sailed for Europe. 

* * * 

Friend L. Wells, assistant superin- 
tendent of agents of the Aetna Life, has 
returned from the Pacific coast and is 
now at the home office. 

* ok * 

Ethyl R. Vinson, well-known insurance 
agent of Houston, Tex., has been visit- 
ing California. 

* * 

Haley Fiske, Jr.. youngest son of the 
president of the Metropolitan Life, and 
Miss Helen Lowe Rice, daughter of Mrs. 
William Lowe Rice, of 550 Park Avenue, 
will be married this Fall. Miss Rice is 
a granddaughter of the late Samuel and 
Elizabeth Gautier and a cousin of Mrs 
Walter Witherbee, Mr. and Mrs. De- 
catur Parsons and Charles E. Gautier, all 
of New York. She is a graduate of the 
Spence School, made her debut three 
years ago and was presented at the 
Court of St. James last year. She is a 
member of the American Women’s Club, 
London. Her sisters are Mrs. Mildred 
Gautier Newton, of New York; Mrs. 
Winfield Scott Linn, of Chicago, and 
Mrs. Don Stuart Momand, of London. 
Mrs. Fiske was Miss Marione Coles 
Cushman, a Mayflower descendant of 
Robert Cushman. The sisters of Mr. 
Fiske, Jr.. are Mrs. E. D. Evans, of 
Baltimore; Mrs. Nenneth Johnson, of 
New York, and the Misses Katherine 
and Lois Fiske. His brother is Archibald 
F.C. Fiske. Mr. Fiske, Jr., is a graduate 
of Pomfret School and received an A. B. 
degree from Harvard in 1919 after serv- 
ing as a seaman for a year and a half 
with the Brittany patrol during the war 
on the U. S. S. Harvard. He is a mem- 
ber of the Hasty Pudding, S. K. and Owl 
clubs, of Harvard; the Morris County 
Golf Club, the Morristown Club and the 
Harvard Club of this city. 

* * 

Joseph Keenan, who conducts a gen- 
eral insurance business at Babylon, L. I, 
recently got out of bed early one Sunday 
morning to write a $10,000 receiver’s 
bond which had to be signed and deliv- 
ered to the attorneys by 10 o'clock that 
morning at a place that was about thirty 
miles distant. Mr. Keenan is prob- 
ably personally known to every inhabi- 
tant of Babylon, for one reason because 
he is the tax collector there, but chiefly 
because he is an insurance man who has 
never yet been “stumped” in giving serv- 
ice to his clients as shown by his feat 
in writing the receiver’s bond for the 
Fidelity & Deposit. 

* ¢ * 

Dr. O. M. Eakins, medical director of 
the Reliance Life of Pittsburgh, spent 
nine years in India where he was chief 
medical examiner for the New York Life. 
After Dr. Eakin graduated from college 
he enlisted in the United States Navy 
as a medical officer where he remained 
for several years. He joined Reliance 


Life as a medical director in 1 
* * * 

Arthur A. Ruslander, special repre- 
sentative of the Continental Casualty in 
New York, left Monday for a two weeks’ 
trip in the Catskill Mountains. 
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FIRE INSURANCE | 





Lloyd Losing Names 
on U. S. Business 

“COLD FEET” ON RISKS HERE 

Hubert Nichols Has Retired? A. J. 


orman and George Simmons 
Not Happy About America 








Advices from England are to the effect 
that Lloyd’s underwriters are getting fed 
up on American business except througn 
the reinsurance route and that reinsur- 
ance arrangements are being made with 
several of the more prominent. stock 
companies doing business in America. 
Some have already been announced; 
others are still being kept confidential. 
It is further stated that certain Lloyd’s 
underwriters, formerly most active in 
their interest in the American market, 
are “losing their names.” 

Probably the most important news 
until now not having reached this side 
of the water is that Hubert Nichols has 
practically retired. He was one of the 
leading underwriters on American busi- 
ness; knew quite a few of the most 
prominent American insurance men, and 
originated several forms of cover, in- 
cluding leasehold insurance. 

It is also reported that George Sim 
mons, who was a pioneer in underwriting 
on American business, has lost quite a 
number of his names as has A. J. 
Norman. 

The Lloyd’s business is written on the 
one year term idea and the fact that 
losses in America have a habit of bob 
bing up sometimes years after the policy 
is written is what has principally dis 
tressed the Lloyd’s underwriters. This 
is particularly true of depository bonds. 
The jewelry business has not been profit- 
able from a direct writing standpoint. 
The truth is that in writing American 
business the experience has been grow- 
ing worse each year until some of the 
“names” have “lost their shirts.” Hence, 
the cold feet on American business. 
Sometime ago Mr. Fawcus, of Hartley, 
Cooper & Co., came over here to interest 
the surety men in a reinsurance proposi- 
tion for all the Lloyd’s underwriters. 
The proposition was referred to a com 
mittee for consideration. 


Marine Arrangement 


“The Journal of Commerce” on Tues 
day printed this story. The Eastern 
Underwriter is informed that the cover 
age mentioned enters into the classifica 
tion of marine and not fire. 

“On the other hand, the jewelry floater 
or all-risk block covers are being written 
by the Commercial Union Assurance 
Company and the Century Insurance 
Company on the Lloyd’s all-risk form 
and it is understood that their contracts 
of this class are 100% reinsured with 
Lloyd's, London. This form of transac- 
tion is in conformity with the law, as 
hoth companies are admitted and reserve 
the premiums in this country. The bank- 
ers’ blanket bond business has largely 
gone to the regular, surety companies, 
which issue a form somewhat more re- 
stricted than the Lloyd’s form.” 

Lloyd’s have a Norwich Union ar- 
rangement on the Coast and also a con- 
tract with the Century. 


WRITE JEWELRY FLOATER 
_ The “Underwriters’ Report” in its last 
Issue says that all risks personal jewelry 
floater policies are now being written by 
the Chapman & Neuman Company gen- 
tral agency of San Francisco, through 
the British & Federal Fire Underwriters. 





SWORDS SUCCEEDS DAYTON 
_C. R. Drayton has retired as manager 
in Canada and Newfoundland of the 
Union of Canton and the British Trad- 
ts, and Colin E. Sword has been ap- 
bointed his successor. 


Dent, Executive With 
New Ideas, in New York 


HEADS GENERAL OF SEATTLE 








Builds Strong Company in Short Time; 
Writes Both Participating and 
Non-Participating 





A tall, distinguished looking young 
man from Seattle, who has put a new 
insurance company on the map in an 
astonishingly short time, who has some 
novel ideas about the conduct of insur- 
ance, and who has gathered about him 
some of the leading capitalists of the 
Pacific coast, was in New York this 
He is H. K. Dent, president of 
the General Insurance Company of Seat- 
tle, which was licensed by the Insurance 
Department of Washington on April 27, 
1923, commenced writing business on 
May 1 of that year, is now in half a 
dozen states and has made application 
for admission to New York State. 

The authorized capital is $1,000,000; 
total admitted assets are $1,500,000; net 
surplus is more than $600,000. Although 
a capital stock company, its policies are 
issued on both the participating and non- 
participating plans, the participating 
policyholders sharing in the earnings of 
the company, savings being returned at 
the end of the policy year. , 

Mr. Dent has been in the fire insur- 
ance business more than twenty years, 
has had a wide experience with the mu- 
tual end, understands the strength of 
both the stock and mutual systems and 
with the General Insurance Company of 
America is trying to incorporate the 
combined strength. It is understood he 
believes that inside of a decade most of 
the fire insurance companies will be 
writing participating policies. He is a 
firm believer in selection of business. 


week, 


Company Formed in 1922 


The General, in 1922, wrote fire, motor 
vehicle, plate glass and use and occu- 
pancy. 

In a recent statement to agents, Mr. 
Dent said: 

“There are certain classes of property 
such as automobiles and certain condi- 
tions under which it would be very diffi- 
cult at the present time to write fire 
insurance on the participating plan, and 
the General is, therefore, writing both 
participating and non-participating pol- 
icies.” 

In other issues of The Eastern Under- 
writer Mr. Dent’s ideas of insurance will 
be more fully explained. He is undoubt- 
edly a man with original ideas about the 
conduct of fire insurance and his com- 
pany is being watched by the leading 
underwriters in the business. 

His own following on the Pacific coast 
is illustrated by the character of the 
board of directors of the company. They 
follow: 





British Companies 
Active in France 


SUN OPENS PARIS’ BRANCH 


Odd Arrangement Makes it Difficult to 
Find Commercial Agents Who Are 
in Background 








There is increasing activity in the French 
insurance market by the British companies, 
the Sun Insurance Office being the latest 
to open a branch office in Paris. Although 
some complain of conditions, yet others 
are doing a good business there. 

The methods under which the British 
offices operate are incomprehensible to an 
American. British companies do not make 
known the name and address of the per- 
son or firm through which their business is 
done, but simply give the name cf their 
official representative for official purposes. 

The National Provincial Foreign Branch, 
Ltd. (banks) are named as the agent of 
several British offices, yet this organization 
has no insurance department. Tt is simply 
the official representative to the govern- 
ment and responsible to the state for t-xes. 

G. Froissard, Paris correspondent for 
the “Post Magazine and Insurance Moni- 
tor” of London, recently wantel to know 
the name of the commercial zgent at Paris 
for a certain British company and wrote 
to the head office fer the information. 
Commenting on the incident he says: “T 
suppose that question was too indiscreet, 
because it has been left without reply.” 


GOOD COLLECTION LETTER 
Collection letters may come and go, 
but for a short, courteous letter that 
brings results the following one used by 
one of the Fireman’s Fund agents has 
been found quite effective. 


Your account shows premium now due in 
the amount of $....... mens ; 

Our Companies are holding us responsible 
for the premium of every policy we issue. We 
must remit to the Insurance Company for the 
premium of your policy, as the contracts now 
in your possession are in full force from date 
of issue of the policy. : 

May we have a remittance to cover this 
account, as our Companies insist on paying 
all losses promptly and therefore insist that 
we pav all premiums promptly. 

Thanking you to give this matter 
prompt attention. we are, 

Yours very truly, 


your 





An examination of the Insurance Ex- 
change of the Illinois Automobile Club 
has been begun by the Illinois Insurance 
Department. 








O. D. Fisher, chairman of the board, 
president Fisher Flouring Mills Co., 
Seattle; W. H. Talbot, president Pope 
& Talbot, San Francisco; J. F. Ives, 
president Ives Investment Company, Se- 
attle; George S. Long, vice-president and 
general manager Weyerhaeuser Timber 
Company, Tacoma; George J. Osgood, 
vice-president Wheeler Osgood Com- 
pany, Tacoma; A. W. Middleton, presi- 
dent Anderson Middleton Company, 
Aberdeen; J. A. Humbird, Frank B. 
Martin, Weverhaeuser Timber Company, 
Everett; Henry McCleary, president 
Henry McCleary Company, McCleary, 
Wash.; C. D. Stimson, capitalist, Seattle. 





CAPITAL 
LIABILITIES _. 
NET SURPLUS 
TOTAL ASSETS 


J. A. KELSEY, President 





STANDARD 
INSURANCE COMPANY 


OF NEW YORK 


Statement December 31, 1923 





Head Office: 45 John Street, New York 


$1,000,000.00 
346,885.82 
1,083,573.96 
2,430,459.78 


GEO. Z. DAY, Secretary 




















INSURANCE 


REASONABLE PREMIUMS 
QUICK ADJUSTMENTS 


ORIGINATORS OF 
RAIN INSURANCE In AMERI 


Eagle Star & British 
Dominions Insurance 
Co., Ltd. 

FRED S. JAMES & CO. 


U. S. MANAGERS] 
13 William Street, NEW YORK. 















PERSONAL LIABILITY 

Enactment of a personal liability law 
holding a man responsible for loss from 
fire due to his carelessness or neglect 
and year around fire prevention cam- 
paigns were urged by Frank C. Jordan, 
of Indianapolis, president of the Amer- 
ican Waterworks Association, in an ad- 
dress to the International Association of 
Fire Engineers here. Although fire de- 
partments of the average American city 
are much more efficient than those of 
Europe, fire losses here are ten times 
as great, he said. 

“This condition is due largely to the 
fact that European laws hold a man 
responsible for loss from fire due to 
his carelessness or neglect,” he asserted. 
“When an American has a fire our only 
thought is one of sympathy for him and 
hope that he has sufficient insurance to 
cover his loss. Any inquiry in refer- 
ence to the cause and the placing of re- 
sponsibility is left to the fire chief and 
fire marshal.” 





BACK FROM EUROPE 
Mr. and Mrs. Bayard P. Holmes have 
returned from Europe. Mr. Holmes is 
president of the Hooper-Holmes Bureau. 





TO WRITE AUTO INSURANCE 

The Svea and Hudson are increasing 
their sidelines to embrace automobile 
and several other coverages. 
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Home Issues Burlesque 
On Publicity Stunts 


HUMOR IN “NEWS FROM HOME” 


Hot Weather Material To Amuse 
Agents; Hawaiian Giris In Agency 
Window Advertise Tourist Baggage 
As a hot 


agents on 


weather stunt to amuse 


vacation and otherwise the 


Home Insurance Company has issued a 


burlesque number in which fun at the 


tvpe 


pe of articles current on planned ad 


vertising, window displays, novelty ad 
vertisinyg, new coverapes, agents’ ques 
tion box, etc. It is illustrated by clever 


Phis is the article used rela 


tive to window displays 


cartoons 


The windows are the eyes of you 


Agency Use them. The more original 
your displays the better 
1 once imported a bevy of four hand 


Honolulu for 
the purpose of decorating my window 
They made a big hit, costing me only a 
few thousand dollars aplece I arranged 
them in oa group, three playing — the 
ukulele and the other the guttar This 
display was planned to advertise Tourist 
Baggage Insurance Unfortunately 1 
neglected to protect my window” with 
plate glass imsurance The crowd out 
side pressed against the window so hard 
that several finally fell through My 
scheme fell through with them. 

\t another time I engaged an Eskimo 
from a traveling circus to build an igloo 
in my window. He was to have a fire in 
it just as he would if it were in his native 


some Hawatan girls from 


habitat | urged him to be perfectly 
natural and to make himself at home 
this he did. My entire agency force had 
to wear furs during the time when this 


display was in the window. Sut the 
igloo provided a telling demonstration of 


the faulty construction of flues which is 








= 





suffocated one of my stenographers but 
from that all went smoothly. Of 
course, | took the precaution to have an 
asbestos floor placed in my window thus 
eliminating the fire hazard as far as my 
ayency was concerned 

My most effective display consisted of 
sevemal immense policies glued together 
in the shape of a chimney. By bringing 
a piece of cotton saturated with ammonia 
in contact with a dish of sulphuric acid 
I caused sinoke to rise through the chim 
ney. In the middle of this smoke stood 
a duminy with a placard attached to him 
saying, “You can’t smoke me out. I am 
protected with Blank’s policies.” To be 
perfectly frank, | must add that although 
J am well protected with insurance, | 
came very near to being smoked out my 
self 

From these three little incidents which 
| have cited from my personal experi 
ence, you can readily understand the 
value of originality in displays. 


aside 


LETTER TO PRINTERS 


How Squire Company, Inc., 80 Maiden 
Lane, Are Soliciting Clients; 
Promise 25% Dividend 


Company, Inc., of 81 John 
Street, are sending the following letter 
to printers and lithographers : 

Dear Sirs: 

Your attention was directed recently 
to the advantages which you could 
secure through effecting your Fire In 
surance with an old line Mutual Com 
pany. : 

Perhaps we should have explained 
more about our Company. 

It is the Mill Owners Mutual Fire In 
surance Company. 

It has assets of $1,900,000 and a sur 
plus and reserve fund exceeding $1, 
520,000 

It has been in successful operation 
for 50 years. 

It operates under the supervision of 


Squire 
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‘Royal Exchange Assurance” 


Fire and Automobile Lines 


Car & General Insurance Corporation, Limited 


Automobile Liability Insurance 
83 MAIDEN LANE, NEW YORK 

















O. J. PRIOR, President 








INCORPORATES 1868 


The Stadad Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 





It is rated by A. M. Best & Co.—the 
highest authority—-A-1 (A for excel 
lent management—1l for excellent 
paying record.) 

Its policies are safe beyond question 

The present dividend rate to Printers 
and Lithographers is 25% —this means 
that you can reduce your present cost 
at least 25% and at the same time 
secure protection of the highest order. 

Qur representative will call upon 
receipt of the enclosed return card 
no obligation. 


loss 


S. A. BENNETT’S ANNIVERSARY 

S. A. Bennett, general manager of the 
Eagle, Star and British Dominions, re 
cently celebrated the twenty-fifth anni 
versary of his marriage and the chief of- 
ficers of the company, headed by Sir Ed 
ward M. Mountain chairman give him a 
luncheon. A number of handsome silver 
gifts were presented to Mr. Bennett at 


WOMAN BUYS KANSAS AGENCY 


Mrs. Lelia D. Roe Now Owns Hutchin- 
son Company Business; She Is 
Active In Agency Affairs 
The entire insurance agency business 
of the Hutchinson Investment Co. of 
Hutchinson, Kansas, has been bought by 
a woman, Mrs. Lelia D. Roe, and will 
be conducted by her. Mrs. Roe is thor- 
oughly equipped to handle the agency as 
she organized the insurance department 
of the investment company about four 
years ago. She is also active in local 
board and state association work and is 
secretary ot the Hutchinson local board. 
Mrs. Roe will conduct business under 
the name of “Lelia D. Roe, Insuror” and 
her husband, H. N. Roe, will manage the 
realty end of the firm’s business as “The 

Roe Realty Co.” 
UP TO THE OWNER 
“The Hartford Agent” says that risks 


















































the cause of so many needless fires. The the Insurance Department of — this the affair which was held in the Moor- are as good or as bad as the owners 
moke from my Eskimo’s fire almost State. gate offices. make them. 
LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
Neal Bassett, President Henry M. Gratz, President Neal Bassett, President H. M. Schmitt, President 
John Kay, Vice-Pres. and Treas. Neal Bassett, Vice-Pres. John Kay, Vice-Pres. and Treas. Neal Bassett, Vice-Pres. 
Waite Bliven, Vice-Pres. and West. Mgr. John Kay, Vice-Pres. and Treas. Waite Bliven, Vice-Pres. and West. Mgr. John Kay, Vice-Pres. and Treas. wl 
A. H. Hassinger, Secretary Waite Bliven, Vice-Pres. and West. Mgr. John A. Snyder, Secretary Waite Bliven, Vice-Pres. and West. Mgr. 
Wells T. Bassett, Secretary Davis G. Vaughan, A. H. Hasstinger, Secretary Thos. A. Hathaway, Secretary 
A. H. Hassinger, Secretary Wells T. Baseett, Secretary A. H. Hassinger, etary 
Wells T. Baseett, Secretary Wells T. Bassett, Secretary 
FIREMEN’S || 0m ra Nati 
ational 
INSURANCE CO. Girard FM. MECHANICS ° 
f Newark, N. J. 
of Ne INSURANCE CO. Ben Franklin 
Organized 1855 INSURANCE CO. ef Philadelphia 
of Philadelphia ° FIRE INSURANCE CO. 
heer Organeed 188 sac —, 
a a y 1, 1924 rganize 
Capital ....... *$3,000,000.00 oF ARS menene ie 
ASSETS AND LIABILITIES ASSETS AND LIABILITIES y 1, 1924 
Reserve Reinsur- : ASSETS AND LIABILITIES 
, Capital .......: 600,000.00 2 
. ance Fund and Capital ....... .$1,000,000.00 mains ‘ Capital ...... . -$1,000,000.00 
Reserve for all Reserve Reinsur- Reserve  Reinsur- Sen Rei 
other liabilities. 8,181,979.10 ance Fund and ance Fund and poets Pend a 
Reserve for all Reserve for all 
Net Surplus... *3,501,619.22 other liabilities..  2,949,854.30 other liabilities..  2,208,445.00 ll oem —- oe 
Total ........ $14,683,598,22 Net Surplus.... 1,075,257.03 Net Surplus.... 865,373.90 Net Surplus ... .1,819,295.35 
Policyholders’ Surplus, re : $5,025,111.42 cc er $3,673,818.99 er $4,757,541.29 
$6,501,619.22 Policyholders’ Surplus, Policyholders’ Surplus, Surplus to Policyholders, 
*As changed April, 1924. $2,075,257.08 $1,465,373.90 $1,819,295.85 
LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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Why Insurance Stocks Have Gone Up 


Investment Securities Houses Interpret Recent 
Events in Financial World for The Eastern Un- 
derwriter; Advance Based on Intrinsic Value; 
Belated Readjustment; Agents Becoming 
Investors in Insurance Shares; Peak Not 
Reached Yet, Say Brokerage Concerns 


The steady recent advance of insur- 
ance stocks culminating in a seventy- 
point rise in Travelers stock in a brief 
period has naturally attracted consider- 
able attention as well as being a source 
of gratification to insurance men every- 
where. Executives and underwriters 
have their own ideas as to why there 
have been stock increases so it 
will be interesting to them to know how 
the investment 


these 


houses them- 
healthy insurance 
Views of some of the 
investment 
New York 


securities 
explain the 
stock market. 
important 


selves 


securities houses, 


both in and Hartford, fol 


low. 


Of course, the caused 
Hartford, 
familiar as that city is with the strength 
of insurance companies. On Sunday 
‘Hartford Courant” re 
viewed the insurance stock events of the 


advance has 


something of a sensation in 


morning the 


week. The early part of the week the 
Aetna Life was quoted 750 bid, 760 
asked. Then its market quieted down 


somewhat. 
as 927 week and then re- 
acted by Saturday to between 915 and 
920. The Aetna Casualty & Surety 
closed with bids around 595. 

The Aetna 
seven points in a week. 


The Travelers sold as high 
during the 


Fire at 585 bid was up 
The Hartford 
Fire was in the neighborhood of 605. 
There was a thirty-point jump in this 
stock. The National Fire sold as high 
as 620 and then reacted to 615, closing 
the week with a net gain of about twen- 
ty-five points. The Phoenix Fire, after 
selling at 500 the early part of last week, 
moved up over thirty points by Satur- 
day noon with sales between 535 and 540. 

Here is the given to 
UNDERWRITER by the in- 


explanation 
Tue EASTERN 
vestment securities houses. 


Rice & Co., 36 Wall Street, 
New York 


Undoubtedly the rise in insurance 
stocks is taking place at the present 
time because of the increased market 
value of the companies’ securities, for 
even since the July statements, they 
have shown remarkable increases and 
this is probably in a very large meas- 
ure, the cause of the present increase 
in market value, because, as you no 
doubt know, from the current insur- 
ance company reports the premium 1in- 
come has had a marked decrease. 

The rise is probably due also to the 
belated recognition of the fact that in- 
surance company stocks over a period 
of years have ‘ranked along with bank 
and trust company stocks, and present 
records have so proven, but there is 
aiways that danger of the conflagration 
hazard which has deterred many people 
from purchasing these stocks, and they 
are still afraid to take the risk. 

A number of years ago we circular- 
ized the insurance company agents 
throughout the country and succeeded 
in inducing many of these agents to 
become investors in the companies which 
they represented, and since that time 
the companies themselves have made 
efforts to induce their agents through 


I. Wes 


their own offices to purchase their re- 
spective stocks. 

It seems to us that if the general 
market conditions improve, insurance 
stocks will undoubtedly sell at higher 
prices and if the premium income in- 
creases showing some underwriting prof- 
it, the insurance stocks will probably 
be higher at the end of 1924 than they 
are at the present time. 

lL... A. Norton & Co., 35 Nassau 

Street, New York 


‘The rise in insurance stocks is ac- 
counted for by several factors. First, 
cheap money has caused all gilt-edged 
securities to rise because the interest 
return available from them is so much 
higher than the rate at which call or 
short time loans can be placed, and the 
insurance companies are large holders 
ol these securities. 

Second, the rapid growth of the insur- 
ance companies has been reflected in 
increased earnings on outstanding shares. 
The life insurance companies especially 
have had a tremendous increase in busi- 
ness in the last two years. 

Third, insurance stocks are now given 
more publicity, such as daily quotations 
in the newspapers—more brokers spe- 
cializing in these issues and advertising 
their merits by circular to the invest- 


ing public. Our opinion is that a cer- 
tain percentage of insurance stocks 
should be included in every well-bal- 
anced investment list of securities. We 
look for increasing interest in insurance 
stocks. 


Goodwin-Beach & Co., Hartford 


We have your inquiry asking for an 
explanation of the general rise in insur- 
ence stocks and our opinion of them as 
investments. 

The proper answer to the first portion 
of your inquiry calls for a survey of the 
events of the past ten years. The latter 
portion requires a comparison of the 
relative merits of insurance and other 
stocks. 

In 1914, prior to the outbreak of the 
war, the condition of the market for in- 
surance stocks was about normal. There 
had been a tendency toward a business 
depression, but this had not depressed 
the prices of these stocks, nor up to 
that time particularly affected the status 
of their business. The outbreak of the 
war and later the entry of this country 


into it brought about enormous orders 
for war supplies and caused extreme 
business activity and inflation. This 
brought about a situation particularly 


favorable to the insurance companies. 
Greatly advanced commodity prices and 
extremely high wage scales, with the ac- 
companying degree of activity, enor- 
mously increased the value of the in- 
surable property previously existing in 
the country and at the same time cre- 
ated enormous new lines of business due 
to new construction work and larger 
inventories. 


Accumulations Not Dissipated 

The effect of this extended to all lines 
of insurance directly and indirectly, with 
the result that an unprecedented in- 
crease in the volume of business took 
place. At the same time extra charges 
were made for explosion, riot, and war 
hazards. In the case of the marine busi 











London & Lancashire Insurance Co., Ltd., 


OF LIVERPOOL, ENGLAND 





Law Union & Rock Insurance Co., Ltd., 


OF LONDON, ENGLAND 





Orient Insurance Company, 


OF HARTFORD, CONN. 





Eastern Department 
Hartford, Conn. 





Safeguard Insurance Company, 
OF NEW YORK 


Western Department 
Chicago, Ills, 


Pacific Department 
San Francisco, Cal 














in particular, the tonnage was 
¢normously increased. This was com- 
pounded by extremely high commodity 


ness 


prices and the loss hazard was, of 
course, commensurate with the extent 
of submarine activities, and  conse- 


gently the premium volume ran to fig- 
ures far in excess of anything that could 
otherwise have been expected. 

This unprecedented volume of  busi- 
ness was written on a profitable basis, 


but to a most unusual extent these 
profits were conserved and not dis- 
bursed in the form of increased divi- 


dends, with the consequent building up 
of stock values. The nature of the in- 
surance business and of insurance ac- 
ccounting is such that the companies 
did not suffer an undue tax burden, 
although the amounts paid were nat- 
urally very large. In other words, 
insurance companies as a class accumu- 
lated a larger part of their earnings than 
did any other form of industry and did 
not have these accumulations dissipated 
in the deflation which followed the close 
of the war. As a matter of fact, quite 
the reverse was the case. The insur 
ance companies, particularly those doing 
a marine business had the greatest vol 
ume of income at the time that securi 
ties were selling at the very lowest 
levels. The result was that the com- 
panies bought enormous amounts of 
securities at prices far below any that 
probably will ever be seen again, and so 
far below a normal average level that 
iarge profits, due to appreciation, were 
bound to be realized, and at the present 
time have already accrued in large vol 
ume through the rise in market values. 

During the war there were very few 
capital or dividend increases because the 
Government did not wish capital diverted 
from the purchase of Liberty Bonds and 
encouraged the use of 


income to pur 
chase them. 


What Happened After War 


With the close of the war came a most 
drastic period of deflation and money 
stringency, during which such increases 
were not advisable as a matter of busi- 
ness policy. In the case of a few com- 
panies, stock dividends were declared 
when they were found to be non-taxable. 
In a majority of cases, however, the 
carnings accumulated were conserved. 
Now that the period of deflation has 
been safely passed and the companies 
are emerging from a period when the 
moral hazard of their business was such 
that underwriting profits were. reduced 
‘Oo a minimum and in some cases con- 
.erted into losses, more liberal policies 
respecting dividend disbursments are in 
order and capital and dividend increases 
ure making their appearance in various 
quarters. This is not at all surprising 
when it is considered that the stock 
insurance companies approximately tre 


bled their business volume in the past 
ten years. This fact, together with earn 
ings accumulated through investment 


income, underwriting profits during the 
war in particular, and appreciation of 
securities since, would now render in 
creased dividend disbursements a mat 
ter of normal business procedure. The 
intmediate outlook for holders of insur 
ance stocks is, therefore, very 
ing. 

Another factor of importance is a 
growing realization on the part of the 
public of the excellence of 
stocks as investments. 


promis 


insurance 
This is the re 
sult of educational campaigns conducted 
hy certain brokerage houses. 


The Rapid Rise of Insurance Stocks 


The rise in insurance stock prices has 
been very rapid of late. The question 
as to whether or not this movement is 
an extreme one requires careful study. 
In our opinion it is the result of a com- 
bination of all the forces which we have 
set forth. The factor which is most diffi- 
cult to gauge is the extent of the in- 
crease in the public’s knowledge of the 
intrinsic value of these stocks. If such 
knowledge is to become general, then 


present price levels are amply justified 
in a general way, although this does not 
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C'O-OPERA TION 


The local fire insurance agent who is developing his agency 
in points of complete insurance service, sound protection and 
prompt adjustment of losses, must have back of him the complete 
co-operation of the companies which he represents. 








With such a backing from financially strong and reputable 
companies an agent can present his greatest insurance selling 


points with the knowledge and conviction that they are true 
and will be lived up to. 





A policy inThe Home of New York provides the protection 
of America’s Largest and Strongest Fire Insurance Company. 
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hold true in certain specific stocks. A 
comparison of the better class of insur- 
ance stocks with the better class of 
New York bank stocks is interesting. 
The relative liquidation values and the 
percentages of earning power per dol- 
lar of market cost are higher in the 
case of the insurance companies than 
in the case of the banks. The rate of 
growth of the insurance companies for 
the ten-year period was about one and 
one-half times that of the banks re- 
ferred to. The more liquid nature of 
the assets of the insurance companies, 
consisting largely of government and 
other high-grade bonds as compared 
with those of the banks is beyond ques- 
tion. In addition, while falling interest 
rates quickly affect the gross income of 
a bank, the assets of the insurance com- 
panies are largely invested in long term 
bonds and their income is only affected 
to a minor extent by falling interest 
rates. 

In our opinion, present market prices 
considered, an intelligently selected list 
of insurance stocks, will give the in- 
vestor far more real value and earning 
power per dollar of cost than will the 
investment of a like sum in carefully 
selected bank stocks. 


Present General Level of Insurance 
Stocks Is Conservative 


We, therefore, believe that the present 
general level of insurance stocks is con- 
servative as compared with prices pre- 
vailing for the better class of bank and 
trust companies’ stocks, which are the 
class of investment most properly com- 
parable with the insurance stocks, as 
they are very high-grade issues and have 
proven very profitable to investors in 
the past. In both cases the large profits 
are due to the growth of volume of busi- 
ness with corresponding earnings. This 
growth, in the case of the insurance com- 
panies, is so constant as to be a source 
of profit and at the same time a safe- 
guard against losses due to the trials 
incident to periods of business depres- 
sion. 

To sum up, we would state that we be- 
lieve that the general rise in insurance 
stocks is a belated readjustment reflect- 
ing the progress of the past ten years, 
a growing recognition of the value of 
these stocks as investments, and general 
improving security prices due to an easy 
money market with large sums conse- 
quently available for investment. 

It is interesting to note that the read- 
justment in the insurance stock values 
is not confined to the United States, but 
tat a similar movement has taken place 
ia Great Britain, reflecting the results 
of similar influences there. 

The class of buying which has taken 
place during the past few years has been 
of the highest type and represents in- 
surance stocks paid for in cash as dis- 
tinguished from marginal business. Par- 
ticularly has there been a considerable 
volume of buying by persons of more 
than ordinary means who have adopted 
as a matter of investment policy the 
placing of a certain fixed portion of their 
funds in these securities. 


Most Stable Stocks 

We have found insurance stocks to 
be the most stable and consistently prof- 
itable form of investment available. In 
this respect they even outrank the bank 
and trust shares of institutions located in 
the larger centers, which in themselves 
rank next. This statement is substan- 
tiated by an examination of the invest- 
ments of all the insurance companies 
of this country for a period of twenty- 
five years. The experience of the com- 
panies is similar to that of large trust 
funds and individual investments, of 
which we have knowledge. In _ other 
words, our own experience and that of 
others has taught us that a well selected 
and carefully diversified list of insur- 
ance stocks is the most consistently 
profitable form of investment available. 

We are glad to give you this sum- 
mary of the position of the insurance 
stocks and the influences affecting them, 
because we believe that a more general 
understanding of the stability of the in- 
surance business and the stocks of those 


companies engaged in it, will tend to 
prevent investment losses in other chan- 
nels and at the same time encourage 
thrift by making possible proper re- 
turns to those who practice it. In the 
present market, as at all other times, 
proper. selection and_ discrimination 
must, of course, be exercised. For this 
purpose those financial houses which 
specialize in insurance stocks and have 
the necessary extensive statistical data 
should be consulted. 


Putnam & Co., Hartford 


In our opinion the recent advance in 
our insurance company stocks has been 
due largely to a very persistent demand 
and a rather limited supply. There has 
undoubtedly been some speculating in 
these stocks, although naturally not to 
any great extent owing to the high prices 
at which most of them have been sell- 
ing. 

There has, of course, been the usual 
flock of rumors regarding capital in- 
creases, stock dividends, etc., some of 
which have materialized, but most of 
which are nothing but rumors. The 
larger holders of these stocks are not 
sellers, probably for two reasons. The 
first is that they are well satisfied with 
their investment, which has been ex- 
tremely profitable over a period of years, 
and in the second place because of these 
very large profits many of them are not 
inclined to sell because of the income 
tax feature. 

The floating supply of our insurance 
stocks is never very large in spite of 
the relatively large capitalization of the 
companies whose stocks are listed on our 
local exchange, and in the course of a 
strong and active investment market, it 
is but natural that prices should ad- 
vance, 


Eddy Brothers & Co. 


In reply to your letter of August 22, 
we are very glad to give you our opin- 
ion on the condition of the market in 
local insurance stocks. 


We believe that the recent rise in the 
fire stecks is principally due to easy 
money and speculative buying. A simi- 
lar rise has occurred in all other high 
grade stocks whose dividends are con- 
sidered absolutely safe. We_ believe 
Hartford fire insurance stocks  pur- 
chased at these levels will show an in- 
vestor a good return on his money over 
a series of years but they are selling 
so high that we are not urging them 
on our clients at these levels. 

We believe that the life insurance 
stocks are an excellent purchase to- 
day in spite of the big rise that they 
also have had. We base this on the 
belief that the life insurance business is 
going to have a very big growth in the 
next decade. Present earnings on these 
stocks are very large and even though 
the investor gets only an immediate 
return of from 1% to 4%, we look for a 
very large increase in market value of 
the life insurance stocks during the next 
few years. 


More Decisions That 
Policy Must Be Read 


CONTRACT SHOULD BE KNOWN 





John Simpson Cites a Number of Deci- 
sions On Subject Often In 
Litigation 





John Simpson, the well-known insur- 
ance digester of legal decisions, was 
asked by THE EAsTERN UNDERWRITER this 
week to comment on recent court find- 
ings as to the necessity of the insured 
reading the policy; in other words, un- 
derstanding the importance of under- 
standing the contract. He discussed the 
matter as follows: 

Reference may be made to Joyce on 
Insurance, (Second Edition) § 1974, in 
the chapter on Warranties, where va- 
rious cases are cited supporting the view 
that in the absence of fraud or deceit, 
the insured is presumed to have read the 
application and the policy and he can- 
not plead neglect to have done so. 

The cases there cited are Pierce v. 
Empire Ins. Co., 62 Barb. (N. Y.) 636; 
Cuthbertson v. North Carolina Home 
Ins. Co., 96 N. C. 480, 2 S. E. 258; 
Cleaver v. Traders’ Ins. Co., 71 Mich. 414, 
39 N. W. 571; School Dist. v. State Ins. 
Co., 61 Mo. App. 597; Russell v. Pru- 
dential Ins. Co., 176 N. Y. 178, 68 N. E. 
252; Bonewell v. North American Acci- 
dent Ins. Co., 167 Mich. 274, Am. Cas. 
1913 A; Morrison v. Insurance Co. of 
North America, 69 Tex. 353, 6 S. W. 605; 
Medley v. German Alliance Ins. Co., 55 
W. Va. 342, 47 S. E. 101. 


Duty of Plaintiff To Know Contract 


In Cleaver v. Traders’ Ins. Co. it was 
said that “it was the duty of the plain- 
tiff to know what his contract of in- 
surance was, and the insured must be 
held to a knowledge of the contents of 
his policy, as he would be in the case of 
any other contract or agreement.” 

In Pierce v. Empire Insurance Com- 
pany, the defense to action on the policy 
was misrepresentation of the insured’s 
interest in the property. In reply it 
was said, and taken by the referee to be 
true, that the statement as to the inter- 
est of the insured was put in by the com- 
pany’s agent, was not read over to the 
insured, and she did not know, when she 
signed the application which was made a 
part of the policy, that any such state- 
ment of interest was made. It was held 
that she could not be heard to rebut the 
presumption that she knew that she was 
bound to know what the conditions of 
the policy were. 


Supreme Court Decision 


Bostwick v. Mutual Life Ins. Co., 116 
Wis. 392, 437 states the rule as clearly 
recognized by ten Supreme Courts of the 
United States in McMaster v. New York 
Life Ins. Co., 183 U. S. 25 Sup. Ct. 10, 
“that when a person receives a policy 
of insurance in response to an applica- 


tion therefor, or as the result of a writ- 
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ten application, or a written application 
and verbal communications between him 
and the agent of the company issuing 
the policy, unless some misrepresenta- 
tion or fraud is practised upon him at- 
the time of the delivery of the policy, 
furnishing some reasonable excuse for 
his not reading and knowing its provi- 
sions so far as they would, by such read- 
ing, be readily understood, it is such 
negligence not to so read and know, that 
if he neglects to object to the policy 
written a reasonable time after receiv- 
ing the same, the delay will estop him 
from obtaining judicial aid to remedy 
any injury he may suffer from the policy 
not being so agreed upon.” 

As has been said, there may be cases 
where the insured will be excused from 
reading his policy, but these fall within 
the limitation stated above. 


Palmer v. the Hartford 


Palmer v. Hartford Ins. Co., 54 Conn. 
488, was a case where the insurer prom- 
ised that the new policy would be in the 
same terms as the first one, and a ma- 
terial and variant condition was inserted 
by mistake. It was held that here there 
was justification for the insured’s omis- 
sion to examine the policy delivered to 
him, and for his assumption that there 


was no designed variance. The court 
said: “The rule of law that no person 
shall be permitted to deliver himself 


from contract obligations by saying that 
he did not read what he signed or ac- 
cepted, is subject to this limitation, 
namely, that it is not to be applied in be- 
half of any person who by word or act 
has induced the omission to read.” 


Parsons, Rice & Co. v. Lane 


The court in Parsons, Rice & Co. v. 
Lane, decided in 1906, said: “The mod- 
ern fire insurance policy is practically 
free from the stipulations, conditions and 
provisions set in infinitesimal type and 
hidden away in elusive locations, which 
served as traps for the guileless and un- 
wary of the past generations of insured. 
But the most of these objectionable fea- 
tures have been effectually eliminated by 
the courts or legislatures, and there 
seems to be no good reason why the 
present insurance contracts, even while 
giving the insured the benefit of the 
doubt when ambiguous language is used, 
should not be treated like other written 
contracts between responsible parties. 

“Unless he has been misled by some 
act of the insurer, a person who accepts 
and retains the possession of ‘an insur- 
ance policy is bound to know its con- 
tents.” 

And this appears to be a clear and 
concise statement of the law today. 





GOING TO MILWAUKEE 





O. B. Ryon, Clarence S. Pellett and 
Ernest Palmer Among Illinois Dele- 
gation to Agents’ Convention 


There will be quite a large delegation 
from the Illinois Association of Insur- 
ance Agents at the convention of the 
National Association of Insurance 
Agents at Milwaukee. Among those 
who will attend are O. B. Ryon, 
counsel of the National Board of Fire 
Underwriters; Ernest Palmer, manager 
of the Chicago Board of Underwriters; 
C. S. Pellett, Chicago; Lyman Drake, 
Chicago; S. E. Moisant, Kankakee; J. 
M. Newberger, Chicago; J. A. Giberson, 
Alton; Edith I. Goodspeed, Joliet, and 
J. A. Anderson. 

Mr. Anderson is president of the IIli- 
nois Association. Mr. Moisant is sec- 
retary-treasurer. 





MOVE BROOKLYN OFFICE 


Lewis & Gendar, Inc., has moved its 
Brooklyn office to 153 Montagu Street. 
It represents the National Liberty, 


Northern of London, Caledonian, Fire- 
men’s of N. J., London & Scottish, Dela- 
ware, United Merchants, Manhattan F. 
& M., Indemnity Company of North 
America. 
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OVER A HALF CENTURY IN THE UNITED STATES 


U. S. BRANCH 
84 William Street New York City 


John H. Packard, United States Manager 


Everett W. Nourse, Assistant Manager 


Krom the Charter granted in 1720 to 
THE LONDON ASSURANCE——— 
“To make Assurances of Houses, Warehouses, Goods, Wares and 
Merchandise from Accidents by Fire which tends to the Publick 
Good and Security of Many who have been and may be Preserved 


from the Ruin and Impoverishment which otherwise might ensue 
] 
from such Calamities.” 


It is only natural that with such an ideal of public service 
the Corporation has prospered and endured and by its 
record may be rated as among the very strongest of the 
world’s successful insurance organizations. This year 
marks the 52nd anniversary of the entrance of The Lon- 
don Assurance into the United States and the 204th of 
its world wide activity. A permanent dependable fire 
office that has the confidence of its agents and those with 
whom it transacts business. 
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Laboratories Story In 
“American Magazine” 


DANA PIERCE CLEVER WRITER 


President of Laboratories Tells How In- 
ventions Are Tested; Many Look 
Good, But Aren’t 


One of the best magazine articles 
printed about insurance in some time is 
in the “American Magazine” for Septem- 
ber, the author of which is Dana Pierce, 
president of the Underwriters’ Labora- 
tories. Writing in a gossipy and in- 
tensely interesting style, Mr. Pierce illus- 
trates what engineers and scientists of 
the Underwriters’ Laboratories do. The 
head of the story reads: 

“It’s a Great Idea, But 

“Will it work? That is the question 
always asked by ‘the engineers of the 
Underwriters’ Laboratories, whose job it 
is to test new inventions, and to whose 
practical attitude you may owe your life 
—Curious devices that are brought to 
them, and stories showfag how ideas are 
put through the ‘third degree.’ ” 

Among some of the stories which Mr. 
Pierce tells are these: 





Acetylene Gas Maker 

Some time ago a man asked us to test 
a machine he had invented for making 
acetylene gas. One of our experts, after 
looking it over, said that the machine 
was not properly constructed: The in- 
ventor, however, was sure that it was all 
right, so our engineers prepared to make 
the test. The inventor was. standing 
near the machine, with a lighted cigar 
in his mouth; but when the engineers 
protested, he said airly: “Don’t you 
worry! That machine is perfectly safe.” 

“Well,” he was told, “you can stand 
there if you insist on it. But you can’t 
smoke! You know that acetylene gas is 
highly inflammable. We don’t want an 
explosion.” 

The inventor threw away the cigar— 
but he kept his position near the ma- 
chine, and the test proceeded. The de- 
vice was so constructed that when water 
was fed into the drum too suddenly it 
formed gas which expanded with great 
violence. In testing it, we fed the water 
in as rapidly as any uninformed person 
might have in actually using it. 

Then things happened fast! The top 
of the machine blew off. The contents, 
resembling’ wet plaster, came down like 
rain—and most of it hit the inventor. 

We had to turn the hose on him in 
order to make him look like a man again. 
Then we put him in a cab and sent him 
to his hotel. Later he returned in 
another suit of clothes. 

“There’s only one way,” he coniessed, 
“to convince a fool!” 

That man, you see, had a pretty vivid 
demonstration that his idea wasn’t as 
good as he had thought. However, he 
went to work to find out what was 
wrong; and today he is manufacturing 
a machine that does what it is supposed 
to do. 


The First Fire Extinguishers 

In these days your property and your 
life are threatened by dangers that were 
entirely unknown forty or fifty years 
ago. Electricity, for example, has been 
a marvelous aid to our civilization; but 
it has introduced a great new fire hazard. 
Gasolene has revolutionized transporta- 
tion, but it, too, has introduced a new 
fire menace. 

Theatres are reasonably safe places to- 
day, but they were not nearly so safe 
twenty years ago; and the following case 
will explain one reason why. 

Some manufacturers in those days 
were putting ordinary baking powder 
into tin tubes and selling the tubes as 
fire extinguishers. For instance, a sales- 


man would come into your office, put a 
little kerosene or a few scraps of paper 
into the cuspidor, and apply a match to 
it. Then he would seize his patent ex- 
tinguisher, pump the baking powder ento 
the diminutive conflagration, and the fire 
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would go out. The 
smothered the blaze. 

Lots of people were convinced by this 
demonstration and bought the devices, 
thinking they were buying fire protec- 
tion. But they failed to take into ac- 
count that only a very, very few fires 
start in cuspidors. And they did not 
know that a fire in a cuspidor was about 
the only kind which that extinguisher 
was good for. 

A good many years ago one of these 
tin tubes was hanging on the walls of 
the stage in a big auditorium, During 
the performance, a stage hand saw a fire 
start on one of the drops. It was only 
a tiny blaze. He testified in court later 
that he could have put it out with a little 
water, or even with his bare hands. 

But the fire extinguisher was hanging 
there and he had been told to use it. 
So he grabbed it and tried to smother 
the flames. But the extinguisher did not 
work, 

Minutes were precious. The first five 
minutes can be used to better advantage 
in fighting a fire than the next fire hours. 
Due to the delay with the useless ex- 
tinguisher, the fire gained headway 
rapidly. Soon it was beyond control. It 
swept into the main part of the theatre, 
and the audience became panic-stricken. 
Trying in vain to get out, scores of 
people were burned or trampled to death. 

It is reasonable to suppose that all that 
loss of life came because of dependence 
on a protection that didn't protect. 

Nowadays there are many tested fire 
extinguishers that will really work, but 
at that time it was nobody’s business to 
test them, consequently they sometimes 


baking powder 


failed in an emergency. One manu- 
facturer asked’ us to test the fire ex 
tinguishers which had been installed in 
his plant. They were supposed to op 
erate under eighty pounds of pressure 
to the square inch; but we found on test- 
ing them that, in place of eighty, they 
burst when from forty to forty-five 
pounds were applied. 


Cans of Gunpowder 


Once a man came to us with his great- 
est “great idea”’—a scheme to hang little 
cans of gunpowder from the ceilings of 
buildings. He reasoned—and correctly 
too—that if a fire started near one of 
these cans, it would explode with a loud 
bang, and everybody would know at 
once that there was a fire. The inventor 
thought this was a splendid life-saving 
idea. But imagine a fire chief sending 


this men into a blazing building equipped 


with scores of miniature bombs. 


An Electric | Toaster 
A manufacturer who consulted us had 
the rights in an electric toaster which 
he proposed to sell for ten cents. We 
tested it with a piece of asbestos instead 
of bread, and found that if we used it in 
the ordinary way in which it would be 
used, we could start a fire with it inside 
of thirty minutes. The manufacturer had 
expected to reap a fortune; but he took 
the toaster off the market when he 

learned how danae rous it was. 


Like a Cowcatcher 
One time a man came to us with a 
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mechanism to be used on the front of 
automobiles. It was something like the 
cow-catcher on a locomotive. His idea 
was that if the driver ran into a 
pedestrian and knocked him down, this 
“pedestrian-catcher” would be lowered 
instantly, so that the person struck would 
not be run over by the wheels. 

The device was beautifully made, and 
it actually did what it was supposed to 
do. But the inventor had overlooked the 
fact, which we developed, that rarely is 
a person run over by an automobile. 
Nine times out of ten, if the accident is 
serious, the victim is thrown so that his 
skull is fractured; that is what kills him. 


Automatic Gas Heater 

A few years ago a beautiful house in 
Chicago was ruined by a basement ex 
plosion. A poor type of automatic gas 
water heater was the cause. This par 
ticular kind of heater was not safe and 
did not have the approval of the Labora 
tories. The pilot light was not. suf- 
ficiently protected from drafts. It blew 
out one day, as anybody well acquainted 
with the mechanism might have expected 
it to. A little gas escaped; then some 
body wanted hot water and turned on a 
faucet. A lot of unburned gas rushed 
out very quickly, sifted through the 
house until it found a pilot light some 
where else, and then came the explosion 


Store Alarm 

One of our men was testing a store 
alarm some time ago. A policeman was 
close by, and our inspector set off the 
alarm to see what would happen. The 
gong rang steadily for five minutes, but 
the officer didn’t even turn his head. 
Later the inspector asked him about it. 

“Aw!” he said scornfully, “Il don’t pay 
any attention to that gong; it’s always 
ringing.” 


EASTERN APPOINTMENTS 


Fireman’s Fund Insurance Co. Discusses 
Paul Anderson, Lorin D. Goulding 
and Raymond C. Parker 
The Fireman's Fund has this to say of 

several new appointments in the East: 

Paul G. W. Anderson has been trans 
ferred from his former position as in 
spector and engineer of the Improved 
Risk Department to the position of 
special agent for the Home Fire and 
Marine for Western New York state. 
He will continue his duties in connection 
with the Improved Risk Department for 
both the Fireman’s Fund and Home Fire 
and Marine, more particularly in the field 
he has been assigned to cover as special 
agent. This change is made because the 
business of the Home Fire and Marine 
in western New York now requires the 
undivided attention of one man. 

The Eastern Department also an 
nounces the appointment of Lorin D. 
Goulding and Raymond C. Parker as en 
gineers representing the Improved Risk 
Department. They will travel the entire 
Kastern field in the work of co-opera 
tion with agents in the solicitation and 
handling of sprinklered and other spe- 
cial risks where engineering service of 
any kind may be needed. Both men are 
technical school graduates with Inspec 
tion Bureau experience which well fits 
them for the duties of their present posi- 
tions. 


FAVOR SPEEDY CHASSIS 

Recent deliveries of “Childs” Motor 
Fire Apparatus made by the Foamite- 
Childs Corporation of Utica, N. Y., show 
a preference among the smaller com 
munities for medium weight, speedy 
chassis to carry their fire fighting equip- 
ment. Cars of the Reo Speedwagon and 
Larrabee Speed Six type lead all other 
chassis in the list of fire cars recently 
equipped by the Utica concern. 


HARTFORD QUESTIONNAIRE 


In its current issue “The Hartford 
Agent” runs an interesting questionnaire 
with answers under the caption “The ‘Q’s 
and A’s’ of Fire and Theft Insurance.” 
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J. H. TREGOE 


Secretary-Treasurer of the National 
Association of Credit Men 


HE willingness of these three men, busy as they are in their respective official 

positions, to serve as Judges in our nation-wide Fire Prevention Slogan Contest, 
should be an added inspiration to Glens Falls Agents—as it is to Glens Falls Officials 
—to make the contest the most successful one ever conducted by any Company. 

Glens Falls Agents know that fire prevention is as much a part of their duty as 
is the writing of fire insurance policies. This is evidenced by their past activity in 
fire prevention work and by the enthusiastic manner in which they are now con- 
ducting this contest in their respective territories. They realize that the more 
slogans submitted, the greater the success of the contest and the finer the oppor- 
tunity for them—as a part of the Glens Falls Family—to assist in making a worth- 
while contribution to the cause of fire prevention. 

This contest offers a real opportunity, not only to Glens Falls Agents, but to 
others who may be seeking the agency of a progressive American Company which— 
for 75 years—has conducted its business to the entire satisfaction of its Agents and 
Policyholders. Those interested in an Agency connection, in places where we are 
not now represented, are invited to communicate with the Home Office. 


. 


Contest Will Close Prizes to be Awarded 
October 11, 1924 ‘December 15, 1924 


INSURANCE ” COMPANY 
GLENS FALLS, N. Y. 


H. N. DICKINSON, Vice-President F. M. SMALLEY, F. L. COWLES, H. W. KNIGHT, J. A. MAVON, Secretaries 


R. S. BUDDY, C. R. WHITEHEAD, Assistant Secretaries ; R. C. CARTER, Treasurer 
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Danger In Amateur 
Radio Installation 


HIGH POWER WIRE CONTACTS 





Risks In Hanging Aerial Near High 
Voltage Wires; Safety Features 
That May Be Used 


Since every small boy—and his father 
—has equipped himself with a radio set, 
the fire protection engineers have been 
forced to give special attention to the 
dangers growing out of the amateur 
wiring that may been seen over the roofs 
of a majority of city dwellings. The 
engineers of the Travelers point out that 
these amateur sets are mainly installed 
by persons who have had but little prac- 
tical experience in connection with elec- 
trical apparatus, and sometimes these 
amateurs do things that involve consider- 
able hazard of a wholly needless kind. 
The present article is addressed solely to 
the installers of receiving sets (who out- 
number the broadcasters by at least a 
thousand to one), in the hope that they 
will welcome a few suggestions tending 
to insure that radio receiving really will 
be what it can easily be made to be in 
all cases—namely, a medium for enter- 
tainment and instruction that will be 
not only pleasing to the owner of the 
apparatus, but also altogether innocent 
and harmless. 


Most Common Danger 


Unquestionably, the most wholesome 
advice we can give the average amateur 
about to install a radio outfit is to en- 
list the services of a competent wireman. 
A very common practice among amateurs 
is to erect the aerial or antenna in such 
a way that there is the possibility of a 
contact with electric light and power 
wires in the event that either the 
antenna or the power wires in the event 
that either the antenna or the power 
wires break. The obvious safe course 
when erecting an outside aerial is to 
make sure that it does not pass either 
above or below any other wires. A per- 
son may be positive that the wire which 
crosses the proposed path of his aerial 
is part of a telephone circuit, and there- 
fore may reason that there is no danger 
from high voltage. The flaw in this 
reasoning is the fact that the telephone 
wire may accidentally come in contact 
with a high-tension wire and thus itself 
become highly charged. If the aerial 
should then come in contact with the 
telephone wire the result would be the 
same as if it were in direct contact with 
a high-tension electric-power wire. 

It is unfortunate that nature has not 
provided a fine, substantial, conveniently 
located pole for every radio enthusiast, 
and thereby eliminated some of the more 
serious hazards. In the minds of many 
radio fans this omission on nature’s part 
has been made up by the electric 
light, telephone, and telegr aph com- 
panies, because it is certain that many 
of the poles erected by these utilities for 
their own definite purposes are utilized 
by radio fans as terminals for the aerials. 
Some rather astonishing feats have been 
accomplished in this connection. Boys, 
and grown-up amateurs too, have 
climbed up poles supporting high-ten- 
sion wires and have attached aerials to 
them without being injured. In many 
cases, however, the utility companies’ 
experienced linemen, equipped with 
proper tools and safety devices, have been 
obliged to kill the circuits before removing 
the aerials, to insure their own safety. It 
was neither by skill nor competence that 
the amateurs escaped death, but appar- 
ently by plain luck. Utility companies, 
not so much because it interfered with 
their business as because they realized 
the great hazards to the public, have 
been moved to seek the enactment of 
city ordinances prohibiting the attach- 
ment of aerials to their poles, and to 
issue repeated warnings against the prac- 
tice through the newspapers and in other 
ways. Not only is there the danger that 
persons may receive electric shocks and 


burns while on the utility companies’ 
poles, but there is also the possibility 
that they may fall and be injured. The 
latter hazard is largely determined by 
the climbing skill of the individual, in 
so far as these poles are concerned. 
Risk In Kites 

It would seem almost unnecessary to 
say anything against the use of kites as 
aerials. The uncertainty of their buoy- 
ancy in shifting or dying winds and the 
utter lack of control over the landing 
place when once they start to fall, sub- 
ject the users to grave danger in case 
kite aerials should cross electric wires. 
Accidents, both serious and fatal, have 
been caused in this way. The use of 
chimneys as aerial supports is to be con- 
demned for the reason that accidents 
have been caused by loosened bricks 
falling on persons on the ground. And 
then there is that most reprehensible 


practice of all,—throwing an aerial over 
light and power wires. Contact, and 
therefore a death-dealing situation, is 
the immediate result if the power wire 
is bare, and even if the wire is insulated 
there i 1s no guarantee that the insulation 
is perfect or that pulling the aerial will 
not wear through the protective cover- 
ing. We know of a number of fatal ac- 
cidents that have occurred in conse- 
quence of drawing antenna-wires across 
charged electric light or power wires in 
this way, or of the antenna wires falling 





and coming in contact with such charged 
wires. These unfortunate things have 
happened, of course, when erecting or 
repairing the anterinae, rather than when 
using the receiving apparatus; but it is 
a decidedly wrong principle, in any event, 
to run antenna wires over or near other 
conductors that are charged to a con- 
siderable potential, or which may become 
so charged in consequence of something 
going wrong,—something for which the 
radio man is not responsible, and of 
Ww which he perhaps has no knowledge. 














H. H. Walker, eighty-five years old, 
secretary emeritus of, the western farm 
department of the Home of New York, 
recently injured by a fall in the re- 
volving door of his office building, is 
still in a serious condition and reported 


to be in a state of coma much of the 
time. 


A temporary injunction has been se- 
cured in Kansas by the Bureau com- 
panies restraining the Union companies 
from enforcing separation. September 2 


has been set as the date for the hearing 
on the application to make the temporary 
injunction permanent. 








T WOULD be difficult, if 


EIGHTEEN YEARS AFTER 





not impossible, to find 
another example of loy- 
alty in the whole history 
of fire insurance to com- 
pare with that shown by 
Fireman’s Fund agents 
after the San Francisco 
conflagration of 1906. 

This fact, referred to in 
our house organ, the Fire- 
‘man’sFund RECORD, elic- 
ited the following letter 
from our old friend and 
agent, Daniel F. Rourke, 
Worcester, Mass. 

* kK 

Mr. J. B. Levison, 
President. 

Dear Sir: Your REc- 
ORD, published for April, 








The finest 


retonte)te 


of loyalty 


in the history 


of insurance 





On April 1, 1907, after 
the settlement of its San 
Francisco conflagration 
losses, the Fireman's 
Fund was rehabilitated 
with gross assets of 
$5,300,000.00, reserves 
$2,700,000.00, net sur- 
plus $550,000.00, and 
policy holders surplus 
$2,150,000.00. 

The last annual state- 
ment of January 1, 1924 
showed gross assets or 
$24,150,000.00, reserves 
$12,800,000.00, net sur- 
plus $4,550,000.00 and 
policy holders surplus 
$7,550,000.00. 

With losses of eleven 





1924, had an article on 








million dollars — a sum 





the first page, “18 Years 
After,’’ and I desire to add 
one word to the brief in 
that case. 

Daniel F. Rourke was 
agent for the Fireman's 
Fund during that period. 
Ihad thousandsof policies 
and a great amount of lia- 
bility, but I went thru the 
fire period with but one 
cancellation, and that was 
a risk that I was not par- 
ticular about having the 
Fireman’s Fund on and 
was brokered. Notwith- 
standing the great opposi- 
tion by other agents dur- 
ing that period, by careful 
work and energy I only 
lost one risk and renewed 
every policy expiring. 

Some time I wish your 
office force would compile 
or make inquiry concern- 


ing this matter, as I am 
growing old in the serv- 
ice, and if there is any 
other agent in your entire 
field that has as good a 
record I would be glad to 
know it, so I could die 
happy and carry the news 
to the Great Beyond. 
Kindly remem- 
ber me to Mr. 
Dutton. I am, 
Very respect- 
fully, 
( Signed ) 
DANIEL F. 
ROURKE. 
* * * 
To which 
President Levison 
replied in part as fol- 
ows: 
I very much appreciate 
your personal letter of 
the 25th ultimo and wish 






that I could literally say 
to you that no other agent 
in the country had as 
good a record as you had 
in 1906. Fortunately for 
us, and this is something 
of which we have always 
been very proud, there 
were not alone hun- 
dreds but thou- 
sands of our 
agents who 
were able to 
hold every 
risk they 
had given 
the Fireman's 
Fund, not- 
withstanding 
the activities of 
certain (fortunately 
very few) competitors. 
kk * 
Following is article to 
which Mr. Rourke refers: 


greater than any other in- 
surance company has ever 
been called upon to pay 
in any single disaster—the 
Fireman's Fund faced the 
tremendous task of reha- 
bilitation after the 1906 
conflagration, eighteen 
years ago this month. 
Today’s results could 
not have been achieved 
without that magnificent 
loyalty on the part of its 
agents and that spien- 
did spirit of fair play on 
the part of its competi- 
tors which was evidenced 
throughout the whole 
country when the Fire- 
man’s Fund was going 
through its darkest days. 
On this anniversary 
month it seems appropri- 
ate to again acknowledge 
our debt of gratitude. 
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“Simplest 
Thing 
in the 


World” 


—says the agent. 


“Parcel post insurance in the Ohio Farmers Insurance 
Company is as simple as it is safe. 


*Y our shipping clerk can insure every package you ma? 


while he is wrapping it. He can do it right in your plant 


“That will save money because it will save time. Instead 
of making special trips to the post office your clerk can be 
busy at other work. 


“Another advantage is that as he insures the package he 
makes a record of it in a book bound with the policy. 


“Why, it’s as simple as A. B. C. If you ship two pack- 


ages a day or two hundred, it is safe, sure, and simple.” 


The agent told the assured other advantages of the Ohio 
Farmers parcel post or mail package insurance. If you are 
interested you can learn about them by writing to the Home 
Office at Le Roy. 


Ohio Farmers Insurance Company 
Organized 1848 - - Le Roy, Ohio 


E. K. Schultz & Company W. L. Perrin & Son 


GENERAL AGENTS METROPOLITAN AGENTS 
4th and Walnut Streets 75 Maiden Lane 


PHILADELPHIA, PA. NEW YORK, N. Y. 


H. M. Dinsmore & Company 
GENERAL AGENTS 
22 Leidesdorff Street 


SAN FRANCISCO, CALIF. 
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Tom Ince Offers to Make 
$100,000 Fire Film 


CHIEFS CONSIDER PROJECT 
Annual Cunventinn a Fire Fighters 

Held In Buffalo; Traffic Congestion 

of Automobiles Under Review 

Louisville will be the place for holding 
next year’s convention of the Interna- 
tional Association of ire Engineers. 
This was decided at the 52d annual meet 
ing of the fire chiefs at Buffalo, just 
closed, after Chicago, Toronto and Port- 
land had withdrawn their bids for the 
convention. 

Officers elected at the close of the 
suffalo meeting were: President, Chief 
Samuel Boyd of Knoxville, Tenn; first 
vice-president, James Armstrong, Kings 
ton, Canada; second — vice-president, 
Thomas R. Murphy, San Francisco; 
treasurer, Peter Carter, Camden, N. J.; 
secretary, James J. Mulchey, Yonkers, 


The last day of the meeting was sad- 
dened by the death of Charles Dell, fire 
chief at Fond-du-lac, Wis., who became 
ill on his arrival in Buffalo the first of 
the week. His wife and daughter, who 
had been summoned, arrived after he 
had died. 


Traffic Congestion 


Traffic congestion in city streets was 
one of the principal topics discussed at 
the convention. Chief Ross B. Davis of 
Philadelphia spoke on this subject, say 
ing in part: “In spite of all the inven- 
tions that have improved and motorized 
fire apparatus making for greater speed, 
the fireman today cannot reach the 
scene of the blaze in any business dis 
trict as quickly as he could in the 
days of horse-drawn vehicles, on account 
of cars parked in the streets and con- 
gestion of traffic,” Mr. Davis said. 

Mr. Davis told the chiefs that in New 
York City alone traffic congestion caused 
losses of half a million last year, and this 
loss would be multiplied many times 
over in the other large cities of the 
United States. There are 16,000,000 au- 
tomobiles -in the United States, he 
pointed out, and these occupy most of 
the street space in the business sections 
of large cities during day and night. 
The situation is growing worse all the 
time. 

“Tt will not help matters,” Mr. Davis 
said, “to only permit parking on the side 
streets, for this would result in hopeless 
congestion of traffic. The only solution 
I can see is the erection of municipal 
garages.” 


Advisory Board To Help Fire Chief 


Scientific research should be employed 
to greater extent in improving methods 
of fire fighting, Sherwood Brockwell, 
former chief in Raleigh, N. C., told the 
delegates. He said that progress in 
methods of combating fires had been 
slight in. comparison with progress in 
fighting disease. Appointment of an ad- 
visory board to act with the fire chief 
in. each city for studying the situation 
and suggesting improvements would help 
rectify the situation he claimed. 

The chief of the Chicago Fire 
Frank McAuliffe, urged greater co-op- 
cration between fire departments, fire 
prevention bureaus and salvage corps as 
a means of reducing fire losses. He 


Patrol, 





pointed out that approximately 75% of 
every loss is due to damage in extin- 
guishing fires and said that much could 
be done in cutting down excessive use 
of water and throwing water in portions 
of the building which are not burning. 

The speaker gave many specific ex- 
amples of how firemen often cause un- 
necessary loss through use of water too 
soon, through not applying the stream 
from the right approach to the fire, 
through failing to cover stock or fur- 
niture in certain cases, etc. 

A statute enforcing personal liability 
for fire loss due to neglect or careless- 
ness was urged by Frank C. Jordan of 
Indianapolis, president of the American 
Waterworks Association. He said that 
American fire departments were much 
more efficient than European and yet 
losses here are ten times as great, owing 
to the fact that losses are kept down in 
Europe by making the individual respon- 
sible for carelessness which results in 
fire damage. 

Alfred Fleming of the National Board 
of Fire Underwriters, declared that 
fires last year caused the deaths of 14,- 
671 persons in the United States, 83% of 
whom were children. Most of these 
children were burned through playing in 
front of grates and open stoves. He sug- 
gested the following fire prevention 
slogan = 

“Matches 
use your 
heads.” 


have 
brains 


heads but no brains; 
when you use your 


Ince Offer Goes To Committee 


An offer from Thomas H. Ince, motion 
picture producer, who would like to pro- 
duce a fire prevention film at an esti- 
mated cost of $100,000 was turned over 
to a committee for consideration. It was 
estimated that the association would be 
able to make at least $100,000 profit from 
showing the film. 

One of the big features of the conven- 
tion was a fire prevention parade in 
which nearly 2,000 persons participated. 
There were various companies from 
towns and cities surrounding Buffalo, ap- 
proximately one-half of the Buffalo fire 
force and apparatus and a large delega- 
tion of visiting fire chiefs in line. An 
enormous crowd turned out. 

Among the. striking fire prevention 
floats were one showing a huge waste- 
basket filled with waste paper and a 
lighted cigaret on top, a float calling at- 
tention to neglected electric irons which 
cause fire loss so often; a float show- 
ing the danger of carelessly using gaso- 
line in many others. 

The exhibit of fire fighting apparatus 
at the Broadway. Auditorium was an ex- 
tensive one. In addition, several com- 
panies gave demonstrations of their 
product in various wets of the city. 


COOKINGHAM NEW SPECIAL 


Kenneth T. Cookingham assumes his 
new duties as Special Agent for the 
Commercial Union .group of companies 
in Eastern New York. He will make 
his headquarters: at 61 State Street, Al- 
bany, N. Y., and travel ina field where 
he is already well known to’ most’ of. the 
agents. ; 

Francis Ward, formerly assistant cor 
poration counsel, in charge of street 
openings in Brooklyn, has become af- 
filiated with the Liquidation Bureau of 
the Insurance Department of New York 
State, 


with offices at 100 William Street. 


Queensland, Sydney, 
To Enter New York 


WILL DEPOSIT MILLION HERE 





Will For Present Do Direct Fire Busi- 
ness in Five Eastern States; Later 


Will Do Marine 





The Queensland Insurance Company, 
Ltd. of Sydney, Australia, has applied for 
admission to New York for authority to 
do business under Section 110 and 150. 
Arrangements have already been com- 
pleted to deposit $1,000,000 with the 
‘United States Trustees and this amount 
will be increased later. It is the inten- 
tion of the company to apply for both 
fire and marine license, but at the pres- 
ent time it is to do a direct fire busi- 
ness in five of the Eastern states: New 
York, Massachusetts, New Jersey, Con- 
necticut and Pennsylvania. Later on the 
company will organize a marine depart- 
ment. 

Walter J. Comans is the United States 
manager. Mr. Comans has been with the 
Queensland for many years, acting in 
various capacities, both at the home of- 
fice and the various branches of the 
company. At the time of his promotion 
to United States manager, Mr. Comans 
was assistant inspector of branch offices, 
an executive position at the head office 
of the company in Sydney. 

The fire business of the Queensland 
will be under the direct supervision of 
H. J. Robinson who has been appointed 
fire manager. Mr. Robinson was for 
merly with the Newark Fire in the 
Western Pennsylvania field. Later he 
joined the London & Lancashire group 
in field work and was brought to the 
United States head office at Hartford, 
becoming assistant secretary of the 
Orient Insurance Company and agency 
superintendent for the London Lanea- 
shire. The marine manager will be ap 
pointed later. 

The Queensland was organized in 1886 
and its latest home figures show total 
assets of 1,137,851 pounds, authorized 
capital of 1,000,000 pounds with 500,000 
pounds subscribed and fully paid. The 
Queensland has been admitted to the 
Pacific Coast for some time past 
acting fire and marine 
states through Balfour, Guthrie & Co., 
of San Francisco. The general man- 
ager of the company, Alexander Me 
Vernon, is expected to arrive in. this 
country about the end of September. 


, trans 
business in five 


PACIFIC FIRE GROUP MOVES 


Companies Now Located in Larger 
Quarters in Federal Reserve Annex 
Building, Maiden Lane 
The Pacific Fire, the Bankers and 
Shippers and the New Jersey Insurance 
Co. have completed removal to their new 
offices occupying the entire seventh and 
eighth floors of the Federal Reserve An 
nex Building at 95 Maiden Lane. The 
Metropolitan Department will occupy 
space on the ground’ floor as soon as 

alterations are completed. 

_The greater facilities‘of the new loca 
tion will give stil further opportunity 
for service to agents and brokers which 
has been a feature of the management. 
The growth of this group of companies 
has been steady and persistent and re 
flects its service features. 





Many of the Leading 
Agencies inthe United 


States now Represent 


The 


WORLD 


Fire and Marine Insurance Co. 


HARTFORD, CONN. 





Capital, $1,000,000 Surplus, $1,000,000 





RALPH B. IvEs, President 





Why Not You? 


Fire 

Automobile 

Inland Marine and Coastwise 
Tornado 

Rain, Hail 

Rent, Rental Value 
Leasehold 

Use and Occupancy 
Profits 

Sprinkler Leakage 
Registered Mail 

Parcel Post 

Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 








‘Then give to THE WORLD the 
best that you have and the best 
will come back to you.”’ 














215TH YEAR 


SUN 
INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. . - ‘New York 
| WESTERN DEPARTMENT: 
Wrigley. Bidg., 410 N. Michigan Ave. ; 
.' Chicago 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome and Sacramento Sts. 
San Francisco, Cal. 











1871 


$1,000,000 Capital 





Fifty-three Years—Time Tested~ 


SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH: 


An American Company _ , 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in the agency field. 


Total Assets $4,543,938 
Policyholders Surplus $1,752,289 


1924 








CAPITAL PAID IN 
NET SURPLUS 


ASSETS 


. Smith, President 


mx 
o> 








National Fire Insurance Company 
OF HARTFORD, CONN. : 


Statement, January 1, 1924 


RESERVE FOR ALL LIABILITIES... 





TOTAL SURPLUS TO POLICYHOLDERS. spegeee : :, sertecesees 11,601,570.58 


T. Maxwell, Secretar 
1 Layton, Vice-President CB B. Roulet, Ass’t pa F, 


F. Cowee, Ass’t Secretary 


= 


VocBsawess 32,200.948.35 


R. M. Anderson, Ass’t Sec’y 
B. Seymour, Treasurer 
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Milwaukee Program 
of Insurance Agents 


R. R. PRESIDENT ONE SPEAKER 





Discussions of Qualification, Appraisals, 
Reciprocals, Automobile Clubs, Non- 
Affiliated Companies, Expense 





The National Association of Insur- 
ance Agents, which is to hold its twenty- 
ninth annual convention at the Hotel 
Wisconsin, Milwaukee, September 9-12, 
has made public its program. The con- 
vention really starts with a get-together 
dinner and entertainment on Tuesday 
night, September 9. The convention 
opens September 10 with the singing of 
America, led by Frederick W. Carberry, 
the Rotary international song leader. 

William B. Calhoun, president of the 
Milwaukee Board of Fire Underwriters, 
will deliver the address of welcome. The 
rest of the program follows: 


William T. 
Milwaukee. 

Address of Welcome—William B. Calhoun, 
President, Milwaukee Board of Fire Under- 
writers. 

President's Annual Address—Frank R. Bell, 
Charleston, W. a. 

Executive Committee’s Report-—-Thomas C. Mof- 


Invocation—Reverend Dorward, of 


fatt, Newark, N. J. 
Secretary-Treasurer’s Report-—-Walter H. Ben- 
nett, New York City. 


Appointment of Committees. 

Presentation of Communications. 

Report of Finance Committee—Donald G. North, 
New Haven, Conn., Chairman. 

Report of Casualty and Surety Committee— 
Fred C. Odell, Greensboro, N. C., Chairman. 

Report of Fire Prevention and Conservation 
Committee—William B. Calhoun, Milwaukee, 

fis., Chairman. 

Report of Membership Committee—R. P. De 
Van, Charleston, W. Va., Chairman. 

Report of Legislative Committee—Colonel 
Walker Taylor, Wilmington, N. C., Chair- 
man. 

Report of Grievance Committee—Ben L. Agler, 
Youngstown, Ohio, Chairman. 

Report of Special Committees. 

Address—Government in Business. 

Honorable Alexander Pope, of Dallas, 
Texas. 

General Open Discussion. 

(This feature of a General Discussion on any 
desired subject will close each session of the 
caaiaesS 


WEDNESDAY AFTERNOON 
(Convening hour, 2 o'clock) 
Music—Orchestra, starting at 1:45. 
Address—Public Benefit 4 Private Operation. 
H. E. Byram, > 4 Chicago, President, 
Chicago, Milwaukee and St. Paul Rail- 


road, 
Monopolistic Legislation, a Practical Way to 
Meet It—A General Discussion. 
A Local Board or Insurance Club at Work-—A 
General Discussion. 
Qualification of Agents—A General Discussion: 
For State License. 
2. For Membership in Local, State and 
National Associations. 


THURSDAY MORNING, SEPTEMBER 11 
(Convening hour, 10 o'clock) 
Music—Orchestra, starting at 9:45. 
Address—Appraisals as Business Building and 
Service to Customers. 
Harry G. Baldwin, of Detroit, Manager, 
The American Appraisal Company. 
Address—The National Automobile Club. 
c. Babcock, of San Francisco, Sec- 
retary and Manager. 
Automobile Insurance Lines—A General Dis- 
cussion: 
Competition by Automobile Clubs, 
Reciprocals, Dealers and Cut-Rate Or- 
anizations. 
Automobile Accidents and Compulsory Auto- 
mobile Insurance—A General Discussion. 
The Development of Smaller Workmen’s Com- 
pensation Lines—A General Discussion. 
General Open Discussion. 


THURSDAY AFTERNOON 

(Convening hour, 2 o'clock) 
Music—Orchestra, starting at 1:45. 
Address—Automatic Sprinklers as Business Pro- 

tection and Service to Customers. 

E. J. Phillins. of Chicago, Vice-Presi- 
bs dent, The Phillips Company. 

The Fire Insurance Business—A General Dis- 
cusion: 

1. The Building of All Lines to Proper, 

Complete and Adequate Coverage. 

2. The Development of the So-Called Side- 
oe by a Careful Analysis of Each 

isk. 

3. Companice—Organised Non-A ffi- 
lated. 

4. The Menace of the Reckless Greed for 
Premium Income. 

5. The Necessity of Returning to Sole or 

_ Limited Agency Representation. 

6. The Expense Ratio. 

The Development of Casualty and Surety Lines 
-—A_ General Discussion. 

General Open Discussion. 

On Thursday evening the convention attendants 
will be the guests of the Milwaukee Board 
of Fire Underwriters at a rden party to 
be ae on the grounds the Wisconsin 

ub. 


FRIDAY MORNING, SEPTEMBER 12 
(Convening hour, 10 o'clock) 
Orchestra, starting at 9:45. 


and 


Music 











UNDER 











The Agent’s Public Service—A General Discus- 
s10n: F) 
1. Curtailment of the Life, Fire and Acci- 
dent Waste of the Country. 
2. Civic Activity With and Through 
Local Chambers of Commerce an 
Civic Clubs. 


3. Co-operation With Local Enterprises 
for Better City Welfare. ; 
4. Public Service in Legislation. 


Getting Insurance Information to the Public— 
A Geaeral Discussion. 


Address—Insurance Indemnity a Divine Con- 
ception. 
Dean Harry G. Walker, of Duluth, 
Minn. 


General Open Discussion. 
12:00 o’clock noon—National Defense Day Demon- 
stration. : 





APPOINT GORHAM MANAGER 


Charles N. Gorham has been appointed 
Western manager of the American of 
Newark succeeding the late Charles E. 
Sheldon. He has been in the Ameri- 
can’s Rockford office for more than 
twenty years, and stands well with the 
entire insurance community. At one time 
he was field man for the farm depart- 
nent. 


IVES TALKS TO LAWYERS 


Henry W. Ives discussed compulsory 
liability insurance before the Ohio State 
Bar Association on August 26. 


Walter A. Mayer & Co., Inc., New 
York City, has been incorporated with 
100 shares non par value to engage in 
the insurance business. . A. Mayer 
and H. A. Randolph, Rutherford, N. J., 
and J. K. Byard, 120 Broadway, are di- 
rectors and subscribers. Bull & Byard, 
120 Broadway, are attorneys for the cor- 
poration. 














Why Schools Are Not 
Sufficiently Insured 


“FIREPROOF” IS A VAGUE WORD 


School Board Also Doesn’t Take Into 
Consideration Replacement Values; 
Fireman’s Fund Illustrates 








The Fireman’s Fund, in a recent edi- 
tion of its agency publication, has an ar- 
ticle on under-insured school houses. 

There were 77 school fires in California 
in 1923. Figures are not available on the 
number to date this year, but the aver- 
age seems to be holding up. In no single 
instance upon which complete figures are 
obtainable was adequate insurance car- 
ried, that is, 90% insurance to value. 

Why? 

First, because school boards seem to 
think that any building of brick or con- 
crete construction is a “fire-proof” build- 
ing. The illustrations accompanying this 
article show the fallacy of this reasoning. 

The Woodland, Galt and Madera 
schools were all of brick with composi- 
tion roofs. Fire simply gutted the in- 
side of these buildings. 

Second, school insurance is often car- 
ried for the same amount each year, 
while in most cases brick or concrete 





original 


Secretary of State. 
grossed Declaration 


ask for it. 


OVER SIXTY YEARS 


Declaration of Independence 


FACSIMILE copy of the Declara- 

tion of Independence has been is- 
sued by the John Hancock Mutual Life 
Insurance Company. 


This reproduction is a composite re- 
duced fascimile, one-quarter size, taken 
from a facsimile reproduction of the 
Declaration 
made by W. I. Stone, in 1823, under the 
direction of John Quincy Adams, then 


the Librarian of Congress at Washing- 
ton. The John Hancock Company will 
be glad to send a copy of the Declaration 
to any person sufficiently interested to 





OF BOSTON MASSACHUSETTS 


INSURING NEARLY TWO BILLION DOLLARS 
IN POLICIES ON 3,500,000 LIVES 





















of Independence 


The original en- 
is in the custody of 
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THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of mj man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
MONTGOMERY CLARK, Vice-President 
CHARLES W. HIGLEY, Vice-President 

E. S. ian ecretary 
WILLIAM MORRISON, Asst. Sec’y 
HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, Inc., Gen. Agents 
Metropolitan District 


9% WILLIAM STREET, NEW YORE 











buildings that have been built more than 
six or seven years have a replacement 
value of twice the original cost. The 
Galt school is an illustration of this point. 
The building in 1911 cost $100,000. In 
spite of depreciation, its sound value at 
the time of the fire was $130.000. Con- 
tents were valued at about $30,000. The 
loss was total on both building and con- 
tents, with $23,000 insurance. 

Third, school boards, like all bodies of 
similar nature are hampered in their de- 
cisions by considerations entirely out- 
side of the ordinary business expediency 
of carrying proper protection. In an ef- 
fort to avoid offense to anyone in the 
placing of school insurance the matter 
often drags along until the loss occurs 
—and the taxpayers make up the deficit. 

The insurance companies’ loss experi- 
ence on schools the country over is by 
no means favorable. In California there 
has been a prolonged epidemic of school 
fires, originating from “unknown causes” 
—believed to be incendiary. In view of 
these facts school boards cannot be too 
strongly urged to carry at least 90% in- 
surance to value, irrespective of the con- 
struction of their schools. 





B. M. CROSTHWAITE BACK 


B. M. Crosthwaite, of B. M. Cros- 
thwaite & Co., New York, has returned 
from Europe. Mr. Crosthwaite met 
many prominent Lloyd’s underwriters 
while in England. 


NICHOLS WITH BROWNING 


Since the story on the retirement of 
Hurbert Nichols from Lloyd’s went to 
press it has been learned that he has 
become associated with C. T. Brown- 
ing. 





W. Irving Moss, president of the 
Union Indemnity, sailed for Europe this 
week, 


Hearst Not in Insurance 
(Continued from page 1) 


Weekly, distributed with his Sunday 
paper and some others and which is said 
to have a circulation of 5,000,000. He 
sells news services to various newspapers 
through the Universal Service, the In- 
ternational Service and the Cosmopolitan 
News Service. He is also head of the 
King Feature Service, the International 
Feature Service and the Premier Syndi- 
cate, the latter handling cartoons. He 
is head of the International Magazine 
Company which publishes magazines. 
Makes His Own Ink and Metal 

Among his other corporations are the 
American Ink Company, which makes 
ink for his publications; G. M. Bennett 
Metal Corporation, which makes his type 
metal; the Cosmopolitan Book Corpora- 
toin, which publishes his boos. He 
buys the output of two paper mills and 
has various other interests, including 
mining. 

It is reported that the reason he de- 
cided to give his insurance to one brok- 
erage firm was for reasons of economy 
and individual attention which would 
result in such a move. 
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Behind the Scenes For 
Fire Prevention Week 


GETTING NATION’S INTEREST 





How Committee on Public Relations of 
National Board Is Lining Up 
Country’s Leaders 





A big event like Fire Prevention Week 
doesn’t simply happen. Somebody is 
responsible for it, somebody sees that 
the event is properly led up to, some- 


body acts as the liaison officer between 
the fire departments, the public officials, 
the insurance companies and the public 
in whose interests fire prevention week 
is held. That somebody is the National 
Board of Fire Underwriters, a great 
public service institution. 

While general all around supervision 
of the National Board activities rests 
in the General Management, W. E. Mal- 
lalieu, the particular committee having 
jurisdiction over Fire Prevention Week 
activities is that of public relations, the 
chairman of which is Sheldon Catlin, 
vice-president of the Insurance Company 
of North America. 

In order to illustrate to insurance men 
the tremendous amount of detail neces- 
sary to make a success of Fire Preven- 
tion Week, the plan of concentrating the 
public attention of America for a number 
of days on one major subject to the ex- 
clusion of all others, is intricate and 
complete. Here are some of the pre- 
liminaries which will illustrate how thor- 
oughly the way is being paved for the 
observance by the nation of the intensive 
campaign to cut down the fire waste. 

In the first place a color scheme was 
adopted and this naturally is red and 
white, red symbolizing fire. The Na- 
tional Board has given a preliminary 
order of 800,000 stickers announcing Fire 
Prevention Week which will go to agents 
at cost, twenty-five cents a thousand. 

Next comes a two column window 
strip marked: “Stop Fire Waste,” of 
which 115,000 will go out. It is estimated 
that there are 150,000 agents in the 
United States selling fire insurance and 
the more important ones will be em- 
braced in the 115,000. 

Another two column fire prevention 
poster of which 150,000 will be issued 
will go to railroad shops, railroad sta- 
tions, etc., throughout the United States 
with the name of fire chiefs in the lower 
corner. It is estimated that there are 
400 paid fire chiefs and 2,000 volunteer 
chiefs and it is estimated that there are 
between 60,000 and 70,000 railroad shops, 
stations, etc. exclusive of some of the 
smaller ones which will not be covered. 
This particular poster shows a picture 
of a fire, apparatus pouring water to ex- 
tinguish the fire, and the caption in large 
type, “It is cheaper to prevent it.” It 
is believed the fire chiefs will take from 
100 to 20,000 of these posters. 

The schools will come in for attention 
and the committee on public relations is 
now in touch with more than 6,000 school 
principals and superintendents through- 
out the nation. Among other things, 
school children will be given a rebus to 
solve which, of course, will tell a fire 
prevention story and with the aid of the 
figures in the rebus will illustrate the 
point in 100 words. 

Another ingenious device is a fire pre- 
vention story strip which older students, 
especially those of artistic ability, will be 
able to copy. The smaller ones will find 
it easy to paint the story in in colors. 

There will be lapel buttons in red on 
varnished cardboard containing the in- 
signia of Fire Prevention Week and 
manufactured in the shape of a shield. 
About 50,000 of these have been ordered 
and they will go to agents and others at 
cost. 

Arrangements have also been made so 
that the newspapers, large and small, 
will have plenty of material to print be- 
fore and during Fire Prevention Week. 

The moving picture theatres, of course, 
with their hundreds of thousands of 


afternoon and evening patrons, will have 
the choice of showing several reels in- 
cluding newsreels, slides, etc. 

The chain stores will not be neglected 
and arrangements are being made for 
them to display window posters and ex- 
hibits. There is one chain of stores, the 
Woolworth Company, which has 1,200 
locations. 

Fire chiefs have promised co-operation 
with newspapers and will give out inter- 
views preliminary to and during the 
week. 

Fire Prevention Week runs from Oc- 
tober 5-11 and already plans have made 
such progress that there is no doubt that 
the affair will be a real success. 

The committee of public relations is 
one of the most important of the Na- 
tional Board and growing more impor- 
tant all the time. Mr. Catlin, the chair- 
man, is an unusually able insurance ex- 
ecutive. He has a broad view of things 
and an intelligent understanding of the 
functions of the committee. He has 
always been a good committee man, 
ready at all times to serve the best in- 
terests in the business. The staff of the 
National Board at the present time is a 
strong one with plenty of talent to help 
out the committee. 

Two other important factors in the 
National Fire Prevention Week are the 
National Protection Association and the 


insurance department of the Chamber of 
Commerce of which James L. Madden 
is manager, H. A. Smith being chair- 
chairman of the insurance committee. 





PAGE HARTFORD ADS 


Hartford Fire has its share in Fire Pre- 
vention Week and has prepared a full 
page advertisement which it has offered, 
in mat form, to 850 newspapers in towns 
and cities of over 10,000 population 
throughout the country. This advertise- 
ment will in turn be sold by the papers 
to groups of local agents, civic organiza- 
tions, chambers of commerce, etc., and 
will be published, over the names of the 
subscribers, during Fire Prevention 
Week. The illustration shows a man 
staggering under the load of the fire 
demon. The caption “Your Fire Bur- 
den,” is followed by a pertinent message. 





FAVORED STATE INSURANCE 

Judge Robertson, who was defeated in 
the Democratic primaries in Texas, by 
Mrs. James E. Ferguson in a campaign 
for Governor, was an advocate of state 
insurance. 





TO INCREASE STOCK 
The stock of the Fire Association is 
to be increased from $1,000,000 to $3,- 
000,000. 
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NO PUBLIC REPORT 

Clifford Ireland, director of Trade & 
Commerce of Illinois, who conducted 
the convention examination of the af- 
fairs of the Associated Employers 
Reciprocal as of March 3 has announced 
that he will issue no public report on 
the findings. He states that his data is 
incomplete and that a complete report 
is to be issued when all matters have 
been brought to date by Judge W. T 
Irwin, the liquidator of the concern, and 
publication of the present report would 
create a false impression. 


TO WRITE MORTGAGES 

The Mortgage Insurance Corporation, 
operating under the California mortgage 
insurance act of 1913, has been organ- 
ized by a group of Los Angeles business 
men and capitalists, with a paid-up capi- 
tal of $250,000 and a cash surplus of $50,- 
000. 
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the old Benzine Buggies of 1904? 
gradual development until one day a racing car won the 
Vanderbilt Cup and much press comment by attaining 
a speed of thirty-five miles an hour? 


crippled without their use. 


ern car owner. 
their connection. 


Remember— 


Compare those good old days with 1924. 
has just started to grind out his second ten million Flivs. 
Automobile trucks have become such a factor in com- 
mercial transportation that industry would be severely 
Oil stocks rise and fall with 
the amount of gasoline and lubricants consumed by 
automobiles. 


The American Eagle has developed its Automobile 
Insurance business in step with the needs of the mod- 
American Eagle agents are proud of 
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THE advertisement that is shown below 
is one of a series of thirteen. The 
entire series is designed to be used in news- 
papers by local boards, clubs, associations 
or informal groups of agents who appreci- 
ate the advantages of cooperating to make 
their work easier, their income greater and 
their position a more important one in the 
eyes of their community. 


The agents who are already using this 
campaign are sharing the cost of the news- 
paper space and the Hartford Fire Insurance 
Company is furnishing all necessary cuts or 
mats free of charge. The Hartford is pre- 
pared to send a complete portfolio of these 
ads to any stock company agency that is 
seriously interested in presenting this matter 
to his associates. 





fire. 


Wecan help you to co- 
operate. Let us inspect 
your property and sug- 
gest ways and means of 
cutting déwn fire risks. 





Co-operation 


Every time you try to prevent fire you are 
helping yourself by reducing the loss by 


A lower burning rate over the entire 
country will show itself in lower fire in- 
surance rates, for the one determines the 
other. Another burden that the fire loss 
puts on you is economic. Fire insurance 
distributes the loss but it cannot replace 
the property. That is gone forever. 

The companies are doing all they can 
to cut down losses. Do your share too. 


This advertisement published by the following 
Agencies of old line stock insurance companies: 


Whe names of the agenctes jommng 

HE Canipargn shoula appear here, 
Cwis are avatiehie for 

alt . a ‘oni Py een mee gee 

edéhore Colurzen Idvert(sements 
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Cooperative 
Advertising 


NE of the most difficult barri- 

ers that local agencies en- 
counter is a wide-spread lack of 
appreciation of the benefits of in- 
surance and of the important part 
that a local agency plays in the 
business life of its community. 
Cooperative advertising will help to 
break down this barrier. 


There is no question about it— 
local agencies do have a story to tell, 
and it is an interesting, absorbing 
story that people will be glad to 
read, provided it is told in an in- 
viting manner. 


At the left is reproduced one of 
a series of advertisements. Each 
ad deals with a subject that con- 
cerns every stock company agency 
—a subject that can be treated 
effectively only in an advertisement 
of considerable size. “The cost of 
this campaign should, therefore, be 
divided among the participating 
stock company agencies. When 
the cost of this advertising is so 
divided the cost per agency is sur- 
prisingly small. 

There are hundreds of thou- 
sands of dollars’ worth of desirable 
uninsured property in practically 
every city and town in the country. 
Although this campaign will not 
result automatically in a rush of new 
business, it will make it much 
easier for every agency to get its 
share of these unwritten lines. 


The best way to meet the com- 
petition of ‘‘cheap’’ insurance is to 
sell stock insurance in a positive 
way that will emphasize the desira- 
ble features found only in old-line 
stock insurance contracts. Co- 
operative advertising does exactly 
this. 


There is nothing in the campaign 
that concerns the Hartford or the 
Hartford local agency. The Hart- 
ford will benefit from the campaign 
—but only as the insurance business 
benefits as a whale—as other stock 
companies benefit and as the local 
agents themselves benefit. 


Naturally, the Hartford would 
not have gone to the expense of 
creating these ads and of furnishing 
all cuts free of charge unless it 
were sure of some return from its 
investment. As a matter of fact, 
this is one of the strongest argu- 
ments that can be presented in 
favor of the campaign—the Hart- 
ford’s faith in its excellence—a 
faith based on many years of adver- 
tising experience and a great many 
advertising successes. 
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SS “Laurentic’s” Cargo 
' Of Gold All Saved 


SUCCESS AFTER SEVEN YEARS 





Great Difficulties Surmounted in Re- 
covering 3,211 Gold Bars Worth 
$21,500,000; How It Was Done 
After seven years’ work the last of the 
$21,500,000 in gold bars sunk in 1917 at 
the mouth of Lough Swilly on the north- 
ern Irish coast when the SS “Laurentic” 
was sent to the bottom by the Germans, 


have been salvaged. This is regarded 
vreatest marine salvage under- 
taking on record and was accomplished 
only by surmounting great difficulties 


but with only in which a 


as the 


one accident 
diver suffered a broken leg. 

The S:S: bound — for 
America with a cargo of bar gold valued 
at $21,500,000 sank January 25, 1917, off 
the north Ireland either by 
mines or torpedoes and lies in 120 feet 
of water. 


“Laurentic” 


coast of 


work has been 
seven years and of the 
3.211 bars of gold aboard the ship, all 
have been recovered from the hull. An 
account of the work of salvage 
given in “Lloyd’s List and Shipping Ga- 
zette.” 


The salvage 
carried on for 


was 


A special and elaborate diving suit was 
used for this work. It is a recent in- 
vention with which it is hoped that op- 
crations may be carried on at depths of 
1000 feet. This outfit is equipped with 
an electric light and an air 
regulated by the diver. 


How the Work is Done 


Each diver has a sack, into the mouth 
of which a steel scoop is fastened. In 
this he places all objects which he de- 
sires to take up and places the sack in 
a bucket, which is lowered for that pur- 
pose. 

Wave 


erable 


chamber 


motion is a factor of consid- 


danger to the diver. <A_ short, 
choppy sea, although disagreeable up- 
on the surface, has no effect below about 
fifteen feet, while a free ocean swell has 
a powerful effect upon the bottom, 
picking the diver up and sweeping him 
about like a helpless puppet. The dis- 
tance between wave crests governs the 
depth to which their force is operative, 
the longer swells exerting force to a 
greater depth. Since a sunken ship is 
Often on its side, the swells may lift 
one side free of the bottom one mo- 
ment and let it fall back the next. If 
the ship has settled on a rocky bot- 
tom, the breaking up process may be 
carried on at a rapid rate. 

The mud which had settled in the 
wreck presented an obstacle which was 
hot easily overcome. Nothing can be 
shoveled under water, for the debris is 


washed off as soon as the shovel is 
moved, A suction pump was tried, but 
Was ineffective, due to the depth of 
Water. Finally a fire hose with a stout 
branch pipe at the end was let down 
and turned on the mud with good re- 
sults. As the mud was loosened and 


Washed away the diver felt of the heav- 
ier remaining objects for those having 
the characteristic weight and dimen- 
sions of a bar of gold. 

The work of salvaging the “Laurentic” 


has been slow and at times rather dis-. 


Couraging. During the years of 1920 
and 1921 a quarter of the wreck was 
taken apart, plate by plate, and during 
the entire period only fifty-two bars of 
gold were salvaged. 








MARINE & AUTOMOBILE DEPARTMENT 





U.S. Lines Now Factor 
As Overseas Carrier 


AMONG FIRST THREE SERVICES 


How Present Effective Organization 
Came to be Built Up; Popularity 
of Big “Leviathan” 

The United States Lines is unique 
among American steamship companies 
and also among the government services, 
says David S. Kennedy in an interesting 
article in “Export Trade” on oversea car- 
riers of American merchandise. It is 
the only line operated as well as owned 
by the Fleet Corporation. Other Ship- 
ping Board enterprises are handled un- 
der managing agency agreements, but 
the U. S. Lines come under the im- 
mediate direction of the Fleet Corpora- 

tion without an intermediary. 

There is no question, says Mr. Ken- 
nedy, that the U. S. Lines has gained 
steadily in popularity among American 
travelers, and that it now ranks among 
the three leading services in the trans- 
Atlantic passenger trade. The company 
cannot be compared with other Shipping 
Board lines for the reason that it con- 
trols the finest vessels under the United 
States flag, and also because it is run- 
ning on the premier passenger route of 
the world. It is better equipped than 
any other American line to hold its own, 
and it also meets the keenest competi- 
tion in existence. 

Now Permanent Institution 

Headed by the Leviathan, the mam- 
moth liner- whose war record and ad- 
ventures have made her a part of Amer- 
ican maritime tradition, the U. S. Lines 
has secured for itself a firm hold in the 
North Atlantic route. It has built up a 
character that assures continuance of 
the service in the future, regardless of 
whatever political vicissitudes may beset 
American shipping. The U. S. Lines is 
a permanent institution, so far as human 
knowledge can predict, whether it con- 
tinues as at present or is sold to some 
private company. 

The smooth-running, efficient organi- 
zation, now located at 45 Broadway, is 
the result of three years of effort in 
building up the leading fleet of the U. S. 
merchant marine. Its fast liners, run- 
ning on even terms with the best of the 
foreign fleets, typifies the ambition of 
the country for restoration of its mari- 
time power. 

The new 





understanding between the 
U. S. Lines and the North German 
Lloyd, negotiated by the Shipping 
Board officials, bound the German com- 
pany until 1927, while the American line 
could terminate it upon 90 days’ notice. 
The U. S. Lines obtained the same terms 
as the U. S. Mail, but the Shipping 
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Board decided that as a government or 


ganization it could not agree to repre 


sent the German line in this country. 
The result was that the North German 
Lloyd established its own branches in 
New York and other American cities. 
There was no division of traffic. The 
American line, accordingly, was com 


pelled to rely upon the Germans for fair 


treatment, and has found no cause to 
complain. Until early in 1922, when the 
North German Lloyd re-entered the 


trade with third-class steamers, the U. S. 
Lines obtained all the traffic. As the 
German line was restored, gradually, 
alternate sailing dates were arranged. 

In May, 1923, the United States Lines 
expanded the original U.S. Mail service 
from New York, with weekly. sailings, 
direct to London. The ships utilized for 
this purpose were the President Garfield, 
President Monroe, President Adams, 
President Van Buren and President 
Polk. The vessels were the 502-foot 
type, combination passenger and freight 
liners, with large refrigerator equipment. 
This was continued until the winter of 
last vear, when the combinaiton ships 
were sold to the Robert Dollar Company 
for its now ‘round-the-world service 
The U. S. Lines replaced them with ex 
army transports of the Cantigny 
with which the service is now 
tained. 

The London service 
transferred from the United States Lines 
to J. H. Winchester & Co., under the 
consolidation plans put into e flect by the 
the Fleet Corporation. The U.S. Lines 
now, accordingly, consists of a fast 
freight and passenger service direct from 
New York to Queenstown, Plymouth, 
Cherbourg and Bremen. 


has recently been 


HAS $10,000 CAPITAL 

Transportation Underwriting Corpora 
tion, New York City, has been organized 
with $10,000 capital to act as insurance 
agents. Felix Prince, 1 New Broadway, 
Far Rockaway; Hortense Cohn, 21 Ben 
nett Avenue, New York City, and S. L 
Hammer, 310 Ditmar Avenue, 
are directors and subscribers. William 
Lamk:ay, 141 Broadway is attorney. 


Lucky is the man who loses his repu 
tation—1f his reputation is bad, 
“Underwriter’s Report.” 


says the 








APPLETON & COX, Inc. 


1 South William Street, New York 





AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,447,786.62 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,054,621.08 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,325,877.59 . 





WRITE FOR OUR AGENCY PROPOSITION 
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A. H. TOZER OF LONDON DEAD 


Well-Known Marine Underwriter Was 
Connected With Business for More 
Than Fifty Years 


\. H. Tozer, 
cently at the age of 71, 


whose death occurred re 
was a well-known 
member of the 
inarket. 


for over 50 


London marine insurance 


Connected with the business 


vears, he spent his early 
with the Universal Ma 
rine Insurance Company of which his 
father was secretary. Mr. Tozer joined 
his brother at Lloyd's in 1888, when he 
became an annual subseriber to Lloyd's, 
and the firm, then Tozer and Com 
pany, subsequently Tozer, 
Kemsley and Fisher, and now exists as 
Morice, Tozer and Beck, an amalgama 
tion having been arranged with Morice 
and Beck in 1913.) Those who knew the 
late Mr. ‘Tozer will realize how great a 
loss his death means to the business with 
which he kept in touch up to very recent 
days, and his many friends in the 
ket mourn him sincerely 
saw the change from sail to steam. In 
all probability he placed insurances, or 
at least saw policies, in which the “cutts 


business days 


Bros. 


became 


mar 
In his time he 


Sark” figured, and since in those days 
underwriters paid attention to the mas 
ters of the vessels they insured, the 


names of Woodgett 
been fanuhar to 
Tozer must have 
of the Institute of 
for, W memory serves 
was one of those who 
the [nstitute’s first meeting. 


and Millett will have 
him Moreover, M1 
seen the foundation 
London Underwriters 
arivht, his father 
were present at 


GETS $1,000 CHECK 
Nine Insurance Companies Contribute 
Testimoniz! to Heroism of R. R. 


Mail Clerk 


\ check for $1,300 was presented to 
Eugene L. Stack, East Orange mail 
clerk, for frustrating an attempt to rob 
the registered mail in which one robber 
was killed and another wounded 

The presentation was made on behali 
of nine insurance companies by Post 
master Louis Streit, of Kast Orange, at 
the Newark Athletic Club. Stack has 
been personally congratulated by Pres 
ident Coolidge at Washington and re 
ceived a check for $2,000 from Postmas 
ter General New. 

\t the time of the 
Stack shot and killed John J. Manyon, 
a former state trooper, and was wounded 
in the thumb and thigh himself. Man 
yon’s companion, who was also wounded 
by Stack, escaped. 


attempted robbery 


N. Y. MOTOR LICENSES 
A new prohibition enforce 
ment has been created by the rule laid 
down by Charles A. Harnett, New York 
vehicle commissioner, that no per 
son who acknowledges “more than mod 
erate drinking of intoxicants,” will be 
given a license to operate a motor vehi 
cle under the new law of New York 
State. Many insurance companies at the 
present time will not write liability 
policies upon automobiles owned by per 
sons who are violating the Volstead law, 
but Commissioner Harnett would go a 
step further and bar from the highways 
altogether drivers of automobiles who 
drink squirrel whiskey more than mod- 
erately. 


angle of 


motor 
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CASUALTY AND SURETY NEWS 














E. A. Collins, President 
of Ad Conference 


FORMERLY NEWSPAPER MAN 


He Got Into Surety and Insurance Busi- 
ness Through Interest in Direct 
Mail Advertising 


E. A. Collins, of the National Surety 
Company, has been elected president of 
the Insurance Advertising Conference. 
Roosevelt L. Clark, of the “America 
Fore” group, has been elected vice-presi- 
dent; Stanley F. Withe, of the Aetna 





EK. A. COLLINS 
Life and Aftiliated Companies, has been 
elected secretary and treasurer. Leon 


A. Soper, of the Phoenix Mutual Life, 
has been made junior commissioner for 
the Associated Advertising Clubs of the 
W orld. 


The new executive committee will be 


composed of C. A. Palmer, Insurance 
Company of North America; E. L. Sul- 
livan, Home; Luther B. Little, Metro 
politan Life; Re G. Mays, Royal In- 


demnity, and A. H. Reddall, 


Assistant to Vice-President Mee 


Mr. Collins, who is assistant to Vice 
President John L. Mee, superintendent 
of agencies of the National Surety, and 
who is also advertising manager of that 
company, has been with the National 
only four years, but they have been four 
years of progress. He is a hard worker, 
prolific of ideas, especially those relative 
to production. He had quite a reputa 
tion in the daily newspaper field before 
going into insurance and surety. His 
newspaper work began with the report- 
ing of sporting events for Providence 
newspapers. Joining the staff of the 
Providence “Journal,” he was for eight 
years one of the leading chroniclers of 
news in New England. Among other 
papers he worked on in that section were 
the Hartford “Courant” and the Paw- 
tucket “Times.” 

During the war he joined the mer- 
chant marine service and returning from 
Havre where he was at the time of the 
\rmistice, he re-entered newspaper work 
as the Newport correspondent of the 
Providence “News.” He was also sec- 
retary of the Knights of Columbus 
Club in that city and had charge of the 
K. of C. publicity in that section. 

For a time he was the author of an in- 
formation and inspiration service which 
was widely distributed to mill workers 
in Rhode Island and which did much in 
bringing closer together factory owners 
and employes. 


Equitable. 


Interest in Direct Mail Advertising 


Becoming interested in direct mail ad- 
vertising, and selling methods, he visited 
New York to call on John Howie Wright, 
publisher and editor of “Postage,” an in- 
fluential magazine which was devoted 
exclusively to direct mail advertising and 
selling. This led to his connection with 
the National Surety Company and Mr. 
Wright, in his publication “Postage,” 
tells the story in this way: 

! “A young man who reads ‘Postage’ came into 
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our office about four years ago. He said: ‘I 
have been making an intensive study of ‘Direct 
Mail’ for the past two years by reading your 
magazine and all the books I can find on the 
subject. Came down to New York to continuc 
my studies. Do you know of anyone who needs 
a hard working young man?” 


Rathbone Visited Italy, 
France and England 





About the time he arrived, we received a ; ae 
letter from John L. Mee, Superintendent of SAW MUCH ON SHORT TRIP 
Agencies, National Surety Company, 115 Broad ~ 
way, New York City—“the world’s largest National Surety’s Vice-President Found 
surety company’’—stating that he wanted a 


young man to look after the 
tising department. 

We brought the two men together. 

This morning’s mail brings us the news that 
Edward A. Collins, manager of the direct-mail 


direct-mail adver Italy Growing More Prosperous; 


French Have Confidence in Herriot 





advertising department, was elected by the Joel Rathbone, vice president of the 
executive committee of the board of ditectors to National Surety Company, who returned 
the office of Assistant Secretary of the Na from Iurope last week, spent his time 
tional Surety Company. . Panland- “Biance and tai atin 
Why? Because Collins is a hard worker and mn England, rance an taly, sailing 
keeps in constant daily touch with all develop back by way of Genoa. While his trip 
ments in the insurance buciness and in the ad was a short one he managed to pay a 
vertising business. - 


The world is full of opportunities for young visit to Lake Como and_ the French 
men, but the synonym for opportunity is “hard Riviera. He went over on the “Minne 
work.” “” : oo “9993 ; 

Edward A. Collins, whom it is our pleasure tonka” on the third cruise of that sh » 


to know personally, will go further, and 


because ine arrived at the new King George V 

is a worker, docks in proximity to London. 
Conference Has 150 Members Mr. Rathbone was in England at the 
In talking to The Eastern Under time ol age big conference and London 
writer .this week, Mr. Collins said that ‘as quite full of Americans. The Amer 
the Insurance Advertising Conference is = '©*"! Bar \ssociation sent over a_ big 
growing steadily and now has 150 mem-_‘lelegation headed by the president, 


Charles FE. 
most 


Hughes; six or seven of the 
celebrated bankers of the United 
States were in various parts of Lngland, 
and the American advertising men were 
there. Of course, all the Americans fol 
lowed the proceedings as published in 
the daily newspapers most carefully and 


bers, most of whom are specialists on 
advertising and publicity. They have 
brought to the insurance advertising 
pages new and attractive ideas and have 
developed the insurance production and 
other features to a point where insur- 
ance has come into its own on the adver- 


tising pages. Their affiliation with the  @!l of them hoped for the best. 

Associated ‘Advertising Clubs of the It is the general opinion that the 
World has brought insurance to the ‘success of the conference brings the 
front among the world advertisers, a po- ‘awning of an era of peace in Europe. 
sition earned as insurance reaches more Ubsequent events have brought about 
people than almost anything else. The @ reign of optimism. In France there 


about the re 
and widespread 


was considerable 
sult of the 


anxiety 
conterence 


affiliation with the Associated Advertis 
ing Clubs has put the members of the In- 


surance Advertising Conference into confidence in the new Premier, Herriot. 
contact with the best thought and scien Phe situation in Italy is most encour- 
tific experience of the advertising world. #ging and there has been a decided 

Mr. Collins said that the personnel of © Change there since the stormy days of 
“he Insurance Advertising Conference the Fascisti uprising. The position of 
compared very favorably with any of the Mussolini is very strong, Mr. Rathbone 
other departmentals of the Associated said, although it was weakened for a 


while by the murder 
strong administration was needed and 
that is what Italy now has. The result 
is being reflected in business conditions 


Advertising Clubs. Many of the mem- 

bers of the Insurance Advertising Con- 

ference are men of unusual ability. 
Messrs. Clark, Withe and Soper are all 


of a deputy. A 





young men who have made their mark which are more sound. Northern Italy 
with insurance companies through a is particularly prosperous. While in the 
combination of ability and knowledge of — Vie inity of Naples Mr. Rathbone saw 
the insurance advertising game. Pompeii and Vesuvius. He found Amer 
icans well received. 
INSURING CUSTOMERS Mr. Rathbone did not see any insur 

The National Casualty has negotiated = “ee Men abroad except during two days 
a contract of insurance with the Menter — ‘!!@t he was in London. 
Co., women’s apparel chain — stores, ag 
whereby a travel accident policy will be peg GENERAL AGENT 
issued by the National to all that sys- Nelson 5. Goodale, for many years con- 
tem’s customers that purchase a certain ected with the life insurance business at 


Canton, ©., 
appointed 
Life and 


Reading 


amount of goods. The policy issued is 
the usual travel accident policy provid 
ing benefits for accidents while traveling 
or being hit in the street 
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BOSTON T. J. FALVEY, President 
Peid-in Capital $1,500,000 Write For Territory 


and in Pennsylvania, has been 
general agent for - United 
Accident of Concord, . H., at 
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Plea for Stock Company 
Breadth of View Made 


RECIPROCALS AND MUTUALS 
Blase Attitude of Taking For Granted 
Everything Stock Insurance Has 


Done; Place For Others, Too 


(The writer of this article is one of the 
most prominent men connected with insur 


ance, and has been in life-long touch with 
msurance, insurance law, insurance systems 
and the public mind. Ilis connection 1s 


with one of the principal insurance 
panies in America and he has no associa 
tion or affiliation with re iprocals Or ex 
changes. Ilis viewpoint ts interesting and 
is printed by Tie EaAsterN UNDERWRITER 
as a document of general information and 
not as the editorial viewpoimt of this paper. 
iiditor’s Note.) 

Evolution, or the march of events (as 
you may prefer), produces new situations 
in insurance practice as in other lines of 
human endeavor. The hard feelings 
aroused by the repeated attempts of 
reciprocal insurers to obtain official 
recognition in Massachusetts gives 
casion to examine the whole situation 
embraced in insurance lines generally, 


cout 


oc- 


with the single exception of life insur 
ance. 

Life insurance seems to be a_ thing 
apart from general business. After many 


generations — of successiul practice, 


marked by progress and improvement 
far greater than in any other branch of 
business, it has established its right to 
recognition as a unique and separate 
phase of social activity. Life insurance 
managers seem to have realized thor 


oughly in the development of their busi 
ness that insurance is fundamentally co- 


operative and to have given consistent 
expression to this fundamental truth 
while making the organization co-opera- 


tive in fact as it is in theory. 
Thinks Stocks Will Become Mutual 
If this statement is challenged by the 
reference to the large number of. stock 
life insurance companies which have been 
organized during the last 
the ready answer, in the 


decades, 
words of the 


two 


poet, is that “Art is long but time 1s 
fleeting ;” that is, the stock element in 
life insurance in the future, as in the 
past, will be but a temporary phenom 
enon. Apparently, the institution of a 
new life insurance company is supposed 


to necessitate a stock 
supposition may be 
events, of all the volume of life insurance 
now being written, by far the largest 
part goes to mutual companies. 


capital and_ this 
correct. At all 


The word mutual is sometimes used, 
not to indicate the cooperative nature 
of the enterprise, but to define the char- 
acter of the insurance, as conducted on 
the assessment plan and not by fixed 
premiums. This has always seemed to 
some students an incorrect, confusing 


and unnecessary classification. 
The Mutual Principle 

In life insurance practice all legal re- 
serve business, whether conducted by 
stock or by mutual corporations, is based 
on the same fundamental assumptions 
from which the reserves, premiums and 
contract provisions are derived. In other 
branches of insurance it seems to have 


been thought inevitable that a mutual 
depend upon assessments in- 


company 
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stead of fixed premiums. Participating 
policies issued by stock companies, how- 
ever, have not been entirely unknown 
and there would appear to be no reason- 
able ground for attacking the legitimacy 
of underwriting on this basis if stock- 
holders can be found who are willing to 
embark their money in such an enter- 
prise. 

It is very evident that the mutual prin- 
ciple of insurance company control in 
insurance apart from life insurance is 
bound to extend and grow as being thor- 
oughly consonant with the necessary 
fundamentals of insurance, and with the 
brilliant success of life insurance con- 
fronting insurance buyers. 

Sees Need of a New Survey 

If these ideas are sound and in accord- 
ance with facts and experience generally, 
the desirability of taking a fresh account 
and a new survey of the position of in 
surance, apart from life, is apparent. 
Giamaliel’s advice has always’ been 
worthy of emulation. In effect, he said 
that if the thing objected to is right you 
cannot stop it by opposition, and if it is 
fallacious it will destroy itseli if given 
time and opportunity for adequate ex- 
ploitation. Why should not all plans of 
insurance coverage not involving fraud 
in their arrangements be allowed to 
work out side by side, with no favorit 
ism or handicaps shown or permitted to 
any one of them? If the effort and 
time employed in recent years in an at- 
tempt to discredit all insurance other 
than stock insurance, by attacking the 
mutual plan as inherently and funda- 
mentally unsound and irresponsible, were 
diverted to the constructive work of se- 
curing a fair field and no favor for all 
kinds of insurance it would appear that 
a distinct benefit would result to all in 
any way interested in insurance. 
Stabilizing Effect of Stock Companies 

It goes without saying that the stock, 
fire and casualty companies have gen- 
uine grievances against other forms of 
organization. They can rightfully ob- 
ject to injudicious and ungrateful char- 
acterization by the public at large of 
their work in protecting the community 
against loss in times of disaster. There 
would be no credit or no business of con- 
sequence without the stabilizing effect 
which is afforded by insurance protec- 
tion against loss. The stock companies 
have borne the brunt of organizing this 
contribution to social service; they have 
plotted and surveyed the properties 
which are the subject of insurance; they 
have originated and developed rate mak- 
ing machinery; they have devoted their 
energies to the discovery and formula- 
tion of methods of loss prevention. 

The business world has grudgingly 
paid for the service of stock insurance 
companies, usually taking whatever is 
offered for improvement in loss preven- 
tion possibilities without gratitude or 
recognition, and, in return for the work 
of insurance companies, has evoked the 
aid of the law and has exercised economic 
pressure with the object of depriving 
stock companies of legitimate profits. 
It is not difficult to sympathizers with 
the disgust and resentment entertained 
by men who have given their lives to 
the building up of sound insurance in- 
stitutions at the attitude of the typical 
business man. The business man, par- 
ticularly if he owns a department store 
or other large business through which 
he exacts from his customers as high 
prices as the traffic will bear, while mak- 
ing all the profit he possibly can for him- 
self and his associates, thinks he is badly 
treated if other citizens in the community 
engaged in the insurance business make 
a profit in their enterprise; hence his 
endeavored, through the medium of 
reciprocal or interinsurance, to appro- 
priate the reward of the insurance en- 
trepreneur for himself, to be added to 
his other gains. 


Thinks Criticism of Systems Should Be 
Less General and More Constructive 
Be that as it may, this all too meager 

review of the elements presented in the 

current business controversies over in- 
surance brings us to the situation as it 
actually exists and suggests the inquiry 





reflected in an earlier paragraph as to 
whether the stock companies, with per- 
fectly reasonable grievances against the 
course of events, are, nevertheless, ex- 
pending the energy which they devote to 
the controversy in a profitable or reason- 
able manner. Would it not be better to 
face the facts, end the diatribes and 
fulminations irregularly and _ unsys- 
tematically directed against the company 
enemies and put this energy into some 
constructive form? Let a code be de- 
vised which shall broadly recognize the 
right of every form of insurance cover- 
age not involving fraud to be practiced 
under such statutory regulation which 
shall require an equal degree of re- 
sponsibility from all insurance carriers, 
and which shall allow none to be favored, 
either in taxation or government regula- 
tion and supervision. 


Serving the Public 

While no direct analogy exists be- 
tween the status of innkeepers and of 
railroads, when compared with insurance 
carriers, yet the position of the former 
under the law may offer some fruitful 
suggestions for the subordination of in- 
surance of all kinds to the welfare of 
the community. Common carriers and 
innkeepers are required to give service 
to all who apply for it, upon equal terms. 
There is a great wealth of statutory 
regulation governing the operation of 
common carriers, all designed to pre- 
vent discrimination and favoritism in the 
conduct of their business. If reciprocal 
and mutual insurance organizations were 
not permitted to confine their protection 
to selected risks or classes of property 
but were obligated to do the same gen- 
eral business which is transacted by 
stock companies the cost of their pro- 
tection would probably not vary greatly 
from that required by stock carriers. 
If all classes of insurance carriers con- 
tributed to the cost of maintaining rate 
making boards and all other necessities 
of modern insurance practice, if they 
paid the same taxes that stock com- 
panies pay and were on an equal footing 
in all respects, then the community would 
not be deriving benefits from the stock 
companies as it now does at their sole 
expense. The community would suffer 
greatly if only the best risks were cov- 
ered by insurance. The economic disaster 
resulting from a conflagration can be 
readily pictured if the protection now 
provided by the stock companies were 
suddenly withdrawn and only that given 
by the mutuals and reciprocals remained. 


Play of Economic Forces Should 
Be Free 

It would appear from these somewhat 
vague reflections that the course of con- 
structive work to be done by established 
insurance interests lies in the direction 
of accepting the existence of other forms 
of insurance coverage in addition to stock 
company organization, and the formu- 
lation of statutory regulations which 
shall secure the free play of economic 
forces and the removal of inequitable ad- 
vantages and limitations as they now 
exist. 
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Typhoid Fever Held 
Under Accident Cover 


PACIFIC MUTUAL DEFENDANT 


Novel Case But Amply Supported by 
Legal Authorities, Says An Insur- 
ance Attorney 


Interest has been shown by accident 
and health underwriters in the case of 
Christ v. Pacific Mutual Life where 
typhoid fever was declared to be an acci- 
dent and its possible bearing upon future 
cases. “While this case may be novel,” 
declared an insurance attorney to THE 
EASTERN UNDERWRITER, “nevertheless 
when perused is amply supported by 
legal authorities and is apparently sound 
the principle. 

Details of the case as brought out in 
the opinion of J. Dunn are of interest to 


underwriters. The opinion reads in part 
as follows: 
Dunn, J. A writ of certiorari was 


awarded the Pacific Mutual Life Insur- 
ance Company to bring before us for 
review the record of the Appellate Court 








Before all is said and done, it may 
actually become necessary to require of 
any insurance carrier desiring to operate 
in a given state that it shall not be per- 
mitted to refuse any kind of risk at a 
proper rate, formulated, it may be, by 
statute and under safeguards and cir- 
cumstances enforced upon all carriers. 
This proposal may not be so revolution- 
ary as a first glance would suggest. 
Since the Kansas case of German AIl- 
liance v. Lewis in 1913 governmental au- 
thority as to rates has been unquestioned. 
Why not recognize the fact? Hereto- 
fore it has been considered an onerous 
and perhaps an unwarranted invasion of 
private rights for the government to tag 
or label insurance as “affected with a 
public interest.” Perhaps the time has 
come to regard the government’s hand 

a protection instead of an affliction if 
it shall be seen that only the powerful 
hand of the government can secure to 
any legitimate form of insurance prac- 
tice the free and untrammeled oppor- 
tunity to prove its economic fitness. 
Will any of this seed fructify? 
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for the Third District by which a judg- 
ment recovered in the circuit court of 
McLean county by Anna Christ against 
the petitioner for $1,130 was affirmed. 
The action in the circuit court was as- 
sumpsit upon a policy of insurance called 
a railway special accident and health 
policy. The policy stated in its com- 
mencement that it “provides indemnity 
for loss of life, limb, sight, or time by 
external, violent and accidental means, 
and for loss of time by sickness, to the 
extent herein provided.” 

The declaration in a single count con- 
taining a copy of the policy averred that 
the death of the insured, Christ, who 
was a son of the plaintiff, the bene- 
ficiary in the policy, occurred February 
17, 1920, and was produced solely through 
external, violent, and accidental means, 
to wit, by accidentally drinking polluted 
water on February 3, 1920, believing such 
water to be pure and fit for drinking 
purposes. 

The plea was the general issue, and 
the evidence was all contained in a stipu- 
lation of facts showing that the insured 
was employed in the railroad shops of 
the Chicago & Alton Railroad Company, 
as a boiler maker’s helper on February 
3, 1920; that at that time, and for a year 
previous, there had been two systems of 
water pipes in the shops, one used for 
conveying water for drinking purposes 
for all employes in the shops, and the 
other conveying water for other pur- 
poses, such as filling engine tanks, but 
not for drinking purposes. The two 
systems of pipes were entirely separate 
and independent except for one connec- 
tion, at which there was a gate valve, 
which kept the water in either system 
from flowing into the other. 


Valve Became Defective 


The valve at the connection of the 
two systems of water pipes became de- 
fective, by reason of which the polluted 
water in the system used to convey 
water for other than drinking purposes 
flowed into the system of pipes convey- 
ing water for drinking purposes, and 
polluted the water in those pipes. About 
a week before February 3, the insured, 
while going about his usual duties, being 
uninformed of the polluted condition of 
the drinking water, several times drank 
water from the faucet of the system of 
pipes used to convey water for drinking 
purposes, believing each time that the 
water was pure and harmless and fit for 
drinking purposes, though it was, in fact, 
polluted. As a result of drinking such 

olluted water he became ill with typhoid 
, Nee death following. 

The only question presented by the 
record is whether the evidence tends to 
prove the allegation of the declaration 
that the deceased’s death was produced 
solely through external, violent, and ac- 
cidental means. 

Typhoid fever is a disease, and, as 
stipulated, it is idiopathic—that is, a 
primary disease, not preceded and oc- 
casioned by any, other disease. It is due 
to a specific germ, which is ordinarily 
taken into the system with food or drink. 
A death by typhoid fever cannot be re- 
garded as accidental unless it appears 
that the disease itself was occasioned by 
accidental means. The means by which 


disease is acquired being the entrance of 
the typhoid bacilli into the system, if the 
means of such entrance are accidental 
the resulting typhoid fever and its fatal 
effect may also be said to be accident. 
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Greater N. Y. Rules 
for Acquisition Cos 


TEXT OF THE REGULATIONS 


——— 


Five Borough Agencies Can Be 
Maintained; District Agents, 
Brokers and Others 

The Eastern Underwriter has beep 
isked to print the rules concerning ac 
quisition and field supervision cost for 
casualty insurance companies and agents 
for Greater New York. These are the 
rules and regulations which were formu 


lated by a general conference of all stock 


ompantes transacting casualty insurance 


in New York State, and were made 
fective in the Spring of 1923. 
the rules follow: 
I 
(!ASSES OF AGENCIES 
hgench s shall be divided into the following 
GENERAL AGENTS which term, for the 
rpose of these rules, shall embrace Branch 
‘) et 
PRODUCERS Phe term “Producer” em 
ices” Borough Agents and Borough Branch 
Ott Ottice Agents Cheretofore termed Special 
Agents). Supervising Special Agents, District 
\yent i Plate Glass Insurance only) and 
Broker 
Il 
ACOUTISITION AND FIELD SUPERVISION 
COST DEFINEPIONS 
ACOUISTPION COST. shall mean commis 
to General Agents and Producers No 
Producer receiving a commission shall receive 
uny dary or allowance of any kind, except as 
heremafter provided 

b FIELD SUPERVISION COST. shall) mean 
he entire cost of conducting a General Agency 

Branch Office It shall include all commis 

ny (except Acquisition Cost,), all salaries, al 

wanees, bonuses, prizes, rewards, rent and 
ther items of expense incident to the conduct 
such an agency or office, hereinafter spect 
ially defined, but shall not include expendi 
ture jor tax and governmental impositions or 
penditures actually made in good faith for the 
penne of claims, the making of inspections 
wid payroll audits 
FIELD SUPERVISION COST shall speci 
tically ielude the tollowing items 

| Remuneration to General Agents, Branch 
(ittice Managers, Assistant Managers and Sal 
ried Special Agents 

lraveling expenses of General Agents, 
Branch Ofhee Managers, Assistant Managers 
laried Special Agents 
Phe cost of policy writing in Agencies and 
Branch Offices 

1, The cost of collection of premiums in Agen 

t ind Branch Offices 
Rent, heat, light and maintenance of Agen 
unl Branch Office 

6 Remuneration of clerical ofhee force im 
\gencie wd Branch Offices 

7. Exchange, advertising, postage, telephone, 
telegraph and express in Agencies and Branch 
(dttr 

a ee 
do No additional commission, reward, bonus, 
dlowance, or compensation of any kind shall be 
part on any line of insurance not covered by 
these rules as remuneration for insurance of the 

hind overed by these rules 

iI 
ACOUTISITION COST 

Remnueration to Producers, except as herein- 
iiter provided, shall be limited to the following 
percentages of gross paid premiums 

i. Workmen's Compensation and Employers’ 
Liability premiums, of the amount of such pre 
miums when actually collected, 10%. 

hb. Workmen's Compensation and Employers’ 
Liability premiums upon Underground Coal Min 
ng Risks, of the amount of such premiums 
when actually collected, 5%. 

c. All other forms of Liability and Property 
Damage premiums, of the amount of such pre 
miums when actually collected, 174% 

1. Exception The Acquisition Cost in Greater 
New York on Automobile Property Damage and 
Collision and = Sprinkler Leakage and Water 
Damage premiums shall be 20% of the amount 


such premiums when actually collected except 
i Automobile Property Damage premiums upon 


Public Passenger Carrying Risks 

», Exception The Acquisition Cost on Auto 
mobile Liability and Property Damage premi 
ums upon Public Passenger Carrying Risks shall 
he 10% of the amount of such premiums when 
ictually collected, with a limit of $30 per car. 

d. All forms of Burglary premiums, of the 
‘mount of such premiums when actually col 
lected, 2214% 

e. All forms of Plate Glass premiums, of the 
imount of such premiums when actually col 
lected, 25% 

Note: No additional allowance shall be grante’l 
Producers under item (e) for the adjustment 
of claims and the making of inspections. 

f. All forms of Steam Boiler, Engine, Fly- 


wheel, Machinery and Electrical Equipment pre- 
miums, of the amount. of such premiums when 
actually collected, 174%. 
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FIDELITY and SURETY BONDS 


Accident, Health, Burglary 
Automobile, Liability, Plate Glass 


Workmen’s Compensation Insurance 


Company 











CASH CAPITAL EXECUTIVE OFFICES GREAT EASTERN DEPT. 
830-836 UNION STREET 100 MAIDEN LANE 
$2,000,000.00 NEW ORLEANS NEW YORK 
lV = in no event — ; dn Pg i“ ater pagent 
pk , — teh premium wiiel «i Ua y COC ea, V 1 
FIELD SUPERVISION COS‘ Sanit ok $50 per Car. 

In addition to Acquisition Cost, as hereinbefore e. All torms of Burglary premiums, 30%. 
defined, a General Agent or Branch Office may 1. All forms of Plate Glass premiums, 35%. 
he allowed not to exceed the following pe: vy. All forms of Steam Boiler, Engine, Fly 
centages .of gross paid) premiums for Field wheel, Machinery and Electrical Equipment pre 
Supervision: mituinmis, 30%. 

ms Workmen's Compensation and Employers’ Note Fhe limitation under item (g) include 
Liability premiums in Workmen’s Compensation the special allowance of 5% which the com 
states, of the amount of such premiums when puenine may expend for alaried soliciting a 
actually collected, 74%. istance 

b. Sa wiawere’ Liabilit y premiums in states VI 
where there are no Workmen’s Compensation OFFICE AGENTS 
Laws, of the gmount of such premiums when 
actually “collected, 10%. In addition to Acquisition Cost, as hereimbefor« 

c. Workmen's Compensation and Employers defined, Ottice Ayvents, who are remunerated by 
Liability premiums upon Unlerground Coal Min commission, may be given office quarters with 
ing Risks, of the amount of such premiums out charge for rent in any Home Office, General 
when actually collected Agency, or Branch Otttce. They may also be 

1. When less than $15,000 for the individual furnished through such Agency or Oflice with 
risk, 5%. the use of telephone. 

2.'For the excess above $15,000 for the indi Definition: An Office Agent is an individual 
vidual risk, 2% who is employed as a solicitor and who has his 

d. All other , an of Liability and Property sule office im the Home Office, Branch Office, o1 
Damage premiums of the amount of such pre General Agency of his company, and who solicit: 
miums when actually collected, 742%. exclusively for such company and who enters 

1. Exception: The Field Supervision Cost in into an agreement not to place Casualty or 
Greater New York on Automobile Property Fidelity and Surety business with any other 
Damage and Collision and Sprinkler Leakage and company except by specific written permission 
Water Damage premiums shall not exceed 5% 
of the amount J such premiums when actually Vil 
collected except on Automobile Property Damage a a 

“ » Beene o Pye PRINCIPAL OFFICES, BOROUGIL AGENTS 
—* upon Public Passenger Carrying AND BOROUGH BRANCH OFFICES 

2. Exception: The Field Supervision cost on a. Mach Company aay maintain in Greatei 
Automobile Liability and Property Damage New York one Principal Office which may be the 
premiums on Public Passenger Carrying Risks Home Office of the company, a Branch Office ot 
shall not exceed 5% of the amount of such the office of a General Agent, on any basis of 
premiums when actually collected with a limit remuneration it may elect, provided always, that 
of $20 per car. : F such Principal Othee shall be governed by all 

e. All forms of Burglary premiums, of the ot the rules by which all companies are gov 
amount of such premiums when actually col erned 
lected, 714%. ; : b. In addition to the foregoing each company 

Ail forms of Plate Glass sagas, of the or General Agency may maimtam not exceeding 
amount of such premiums when actually col five Borough Agencies or Borough Branch Ot 
lected, 10%. ; : . fices, no more than two such to be located in 

g. All forms of Steam Boiler, Engine, Fly any one Borough, except that in the Borough 
wheel, Machinery and Electrical Equipment pre of Manhattan not more than one such Borough 
miums, of the amount of such premiums when Agency or Borough Branch Office shall be lo 
actually collected, TVG. ; cated below I4th Street. 

Note: In addition to the allowance under item c. Such Borough Agencies or Borough Branch 
(ge) the company shall be permitted to expend Offices shall be) governed by all of the rules 
not to exceed 5% of premiums actually collected respecting Acquisition Cost and may receive an 
for salaried soliciting assistance. allowance for Field Supervision of not to exceed 

1% of the gross paid premiums on all classes 
TOTAL PRODUCTION COST We pe ae ( oneanntien Pha (Mee ed Rr F 

The total expenditures of any company for bility insurance on Underground Coal Mining 
Acquisition and Field) Supervision Cost, irre Risks and Automobile Liability and Property 
spective of the manner in which these items — Vamage insurance on Public Passenger Carrying 
may be distributed or the classes of Agents to Risks, for which see provisions under Section 
which they may be paid, shall in no event 1V of these rules, If a Borough Agency ot 
exceed the following percentages of gross paid pvc Branch Office shall lefined all & _ 
premiums. leld Supervision expenses as dehined in Section 

a. Workmen’s Compensation and Employers’ H, Paragraph ec, of these Rules, the allowance 
Liability premiums in Workmen’s Compensation lor Held Supervision in such case may be that 











states, 174%. provided for General Agents and Branch Offices. 
b, Employers’ Liability premiums in states d. Such Borough Agencies or Borough Branch 
where there are no Workmen’s Compensation —!lices shall act exclusively for a given com 
laws, 20%. pany or General Agency in the lines it conducts 
Workmen's Compensation and Employers’ nd shall not operate as a Broker, nor be em 
Lishility premiums upon Underground Coal Min ployed by a Broker in the lines covered by these 
ing Risks Rules, and shall have no other business office. 
1. When less than $15,000 for the individual e. Borough Agencies and Borough Branch Ot 
risk, 10%. fices shall be registered in the manner provided 
2. For the excess above $15,000 for the indi by these Rules 
vidual risk,. 74%. Vill 
d. All other forms of Liability, Property Dam DISTRICT AGENTS (FOR PLATE GLASS 
age and Collision and Sprinkler Leakage and INSURANCE ONLY) 
Water Damage premiums, 25%. ; eae 
Exception: The total Production Cost on Au a. Kach company transacting Plate Glass in 
tomobile Liability and Property Damage pre surance may maintain in Greater New York, in 
miumys upon Public Passenger Carrying Risks addition to the five Borough Agencies or Bor 
——— slippers oeieocce armel eee 
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CASUALTY INSURANCE 
and SURFTY 


Total Assets Over Thirty-one Million Dollars 

Total Reserves, .... Over Twenty-one Million Dollars HEALTH 

Surplus to Policyholders Over Nine Million Dollars LIABILITY 

Losses Paid to June 30th, 1924, COMPENSATION 
Over One Hundred and Seven Million Dollars 


portant Towns 


ALBANY BUFFALO HARTFORD = MONTREAL RICHMOND 
ATLANTA CLEVELAND \, INDIANAPOLIS NEWARK SAN FRANCISCO ROBBERY 
BALTIMORE CONCORD = LOUISVILLE — PHILADELPHIA ST. LOUIS FLY-WHEEL 
BROOKLYN DETROIT MILWAUKFE = PITTSBURGH = WASHINGTON ies 
METROPOLITAN OFFICES: 130 William Street, NEW YORK CITY : ; 
: : NGINE 


GENERAL AND STATE AGENCIES IN OTHER IMPORTANT CiTiES 


"ALLAN J. FERRES, Vice-Prendent, in ch 
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United L. & A. Agents 
Attend Convention 


WELCOMED BY THE PRESIDENT 


After Business Session All Board Train 
and Travel to Canada; Seeing 
Sights of Montreal 


The 
Company, 


United Life & Accident Insurance 
N. H., held its ninth 
convention at Concord 
was called to 


Concord, 
annual agents’ 
The meeting 
order by Itugene I 


this week. 
Reed, vice-president. 


This was followed by an address of wel- 


come by Allen Hollis, president. An 
thony J. Povilaika, agent Waterbury, 
Conn., responded. 


In the afternoon session of August 25 
talks were made by the following heads 
of departments: Dr. Robert J. Graves, 
chief medical director; J. V. Hanna, ac 
tuary; F. Edward Rushlow, manager 
claim department; J. B. Jameson, treas 
urer; L. C. Willson, field supervisor; Kk. 
H. Mathus, supervisor restoration bu 
reau; Robert J. Merrill, vice-president 
and secretary, and Vice-President Reed. 

The guests of honor at the convention 


were Fred EH. Brown, Governor of New 
Hampshire; TL. W. Keyes, United 
States Senator; Willis H. Flint, Mayor 
of Concord; John E. Sullivan, insurance 


comunissioner; Charles S. Davison, vot 
ing trustee; George kK. Farrand, state 
treasurer; Willis A. Shedd, voting trus 
tee; Burns Hodgman, president First 
National Bank; H. H. Dudley, president 
Mechanics Bank; J. E. Fernald, president 
National State Capital Bank. 

There was a banquet on the night of 
August 25 and on the following morning 
the agents embarked for Montreal, ar 
riving there that night. After seeing 
Montreal they returned to Concord and 
the morning of August 28 was devoted to 
another business session. 


ough Branch Offices allowed by the 
rule, six District Agencies (Gor Plate Glass in 
surance only) no more than three such District 

Agencies to be located in any one Borough. 

b. Such District Agencies shall be governed 
by all of the rules respecting Acquisition Cost 
may receive an allowance for Field Super 

sion of net to exceed 5% of the gross paid 
Plate Glass insurance premiums. 
ce. Such District Agencies shall 
a given Company or General 
insurance and shall not 

nor be employed by a 
other business cffice. 
District Agencies shall be registered 
manner provided by these Rules 


tg 


act exclusively 
Agency in Plate 
operate as < 
sroker, and shail 


d. Such 


in the 


IX 
SPECIAL AGENTS 


now maintaining 
Special Agents who devote their efforts largely 
to procuring business from Brokers, for the 
companies with which such Supervising Special 
Agents are identified, may retain such Super 
vising Special Agents (in number not to exceed 
five for any one company) and may pay to such 
—— Special Agents an allowance of 2’ 


SUPERVISING 


a. Companies Supervising 





for Field Supervision on such business as they 
shall procure from Brokers, but such allowance 
shall not be paid on the direct and personal 
business of the Supervising Special Agent, nor 
shall any part of such allowance be paid to 
any broker by the Supervising Special Agent 

b. Supervising Special Agents shall be regis 
tered in the manner provided by these Rules. 

c. From the effective date of these Rules, no 
new appointments of Supervising Special Agent: 
shall be made by any company. 


Definition: A Supervising Special Agent is an 
individual who is employed as a_ solicitor and 
who has his sole office in the Home Office, 
Branch Office or General Agency of his company 


and who solicits exclusively for such company 
and who enters into an agreement not to place 
insurance of the kinds covered by these Rules 
with any other company, except by specific 
written permission. (This definition does not 
apply to a Special Agent who is compensated 
by salary only.) 
x 
PRODUCERS 

a. Producers in Greater New York, except as 
otherwise specified, shall be remunerated in 
accordance with the percentages of gross pre 
miums for the various lines of insurance which 
are elsewhere provided in these Rules under the 


caption “Acquisition Cost.” 
b. Regional Agents shall not be appointed by 
any company in Greater New York. 


FREDERICK W. TINDELL DIES 

Frederick W. Tindell, statistician of 
the New England department of the 
Zurich, died suddenly this week. He 


was about sixty years of age. 
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ieee on n Pitfalls of 
Surety Underwriting 
IT’S NO TIME TO MINCE WORDS 


Showdown Necessary as to What is 
Meant by Word “Service,” 


National’s Chairman 


Says 


There has been distributed in insur- 
ance channels an important and _ inter- 
esting talk on “The Pitfalls of Under 
writing,” by William Joyce, chairman 
of the board of the National Surety. 

Mr. Joyee’s talk was made before a 
convention of National Surety people. 
He severely scored the practice ci some 
underwriters of surety) insurance in 
passing business without proper inves 
tivation, lack of verification of financial 
statements, failure to ascertain the ex 
act amount of all work on hand and 
seeming ignorance on the part of agents 
as to general conditions. 

“As good business men,’ he — said, 
“agents should hesitate before author 
iving many of the bonds presented,” and 
he emphasized the word hesitate. 


“Service” 

Continuing, he said: 

“During the past three or four years 
we have heard much about ‘service’ and 
prefacing my remarks with the definite 
statements that this company has al 
ways given service, good service as well 
as intelligent, nevertheless [feel that 
the agents of this company and of other 
companies have let themselves loose on 
a wide rampage, and have established 
certain false standards in regard to serv 
ice that have not been wholesome or 
profitable to this and other home of 
fice offices. 

“Tt is only fair to the public of course, 
that they be given prompt and efficient 
service but if the word ‘service’ is to 
be interpreted, in the future as it has in 
the past to mean that all companies who 
subscribe to that kind of ‘service’ will 
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write the bond of any contractor simply 
upon request regardless of whether or 
not that contractor is a representative 
man or a third, fourth or fifth rater, thus 
permitted to compete through our ‘serv- 
ice’ with the representative honest and 

God-fearing contractors of the country, 
it would be unwholesome for the con- 
tracting business and certainly for the 
surety companies. 

“Tam afraid as a whole we have de- 
veloped our imaginative powers to an 
excessive degree. Imagination is essen- 
tial in business but | am not ready to 
admit that because some imprudently 
inanaged company is willing to write a 
dangerous bond that we and our agents 
are thereby justified in expecting us to 
do likewise 

“Because some imprudently managed 
company is ‘reported’ as willing and (half 
the time it is untrue) to write a bond at 
once we are, by our imaginative field 
men, urged to do so when we do not 
know anything about the concern nor 
do the agents but they have imagined a 
ion. 

“They have been misinformed, and the 
sad part of it is that we, as well as our 
agents have been ‘duped’ in the past, by 
signing the bonds. All due to the ‘mad 
rus sh’ for premiums. 

“It is a sad commentary, but true, that 
the authorization of such bonds in the 
past have been urged by the agents be 
cause our agent has been led into false 
beliefs of safety. 

“It has either been that or culpable 
incapacity, which they would have to suf- 
fer and to pay for or be jailed, were 
they, as fiduciaries, to show such woeful 
poor judgment and ‘conceited opinions,’ 
as one of our valuable agents has ex 
pressed BE. 

“This is no time to minee words. This 
is a time for plain speaking. Let the 
truth come out and let those who are 
filled with vanity, conceit or a reckless 
spirit be told, and shown the rocks for 
which they are heading in the immediate 
future; let me point out therefore, that 
unless they are mentally and physically 


-branch. ofhee and 











equipped to steer through the very dan- 
gerous passage and to safe, conservative 
and intelligent underwriting course and, 
unless they maintain a clear head and a 
clear vision and permit their common 
sense to. guide their decisions, hereafter 
it will mean necessarily a prompt, effective 
and drastic move on the part of the com- 
pany. 

“In concluding this exposure of prac- 
tices obviously present in our company 
and-others, | want to say that we shall 
cancel all contract authority at every 
| general agency .we 
have, .and.go. out of business if mneces- 


” 


sary. 


SEEKING NEW BUSINESS? 


It has been pointed out by compensa- 
tion underwriters that the letter sent to 
various New York State employers by 
the American Mutual Liability, of Bos- 
ton, asking their co- operation in getting 
up some statistical data is an excellent 
ineans of obtaining expiration dates and 
possible new business. 

The letter follows: “We would appre- 
clate your co-operation in the compila- 
tion of some statistical data which re- 
quires information from the manufac- 
turers of your State, The information 
which we require is the month in which 
your workmen’s compensation insurance 
expires. As the statistics are for our 
own purposes only any information 
which you may give will be kept confi- 
dential.” 


AMERICAN IN RICHMOND 


Because of the death of Mr. Morton, 
of Morton-Powers Agency, formerly 
agent of the American Surety Company 
of New York, at Richmond, Virginia, the 
company will establish a salaried agency 
at that point, effective August 25, 1924. 
The agency will be in charge of James 
M. Brady, with offices at 709-710 Vir 
gvinia Railway and Power Building. This 
agency will be under the supervision of 
the American Surety Company’s Branch 
Ottice at Washington, D. C 
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Liability of Makers of - 
Dangerous Articles 


COAKLEY CASE UNDER REVIEW 


Plaintiff Injured by Explosion of Gaso- 
line Stove Manufactured by De- 
fendant; What Court Decided 


Insurance men are interested in the 
recent decision of Coakley v. Prentiss 
Wabers Company (195 N. W., Wis., 388, 
1923). This is a case in which the liabil 
itv of a manufacturer to the consumer 
for article dangerous because of defective 
construction is defined. The Cornell Law 
Quarterly reports the decision as fol 
lows: 

The plaintiff was injured by the ex 
plosion of a gasoline stove manufactured 
by the defendant company. This stove 
was sold by the defendant to a whole 
saler, who in turn sold it to a retailer, 
from whom it was purchased by a son- 
in-law of the plaintiff. It was shown 
that the cap of the gasoline container 
had been negligently attached by the de- 
fendant, and that as a result the stove 
exploded when being used by the plain 
tiff. The court held that the defendant 
was liable. The decision is that a manu 
facturer owes a duty of care even to 
those not in privity with him when the 
article he manufactures will probably be 
dangerous if defectively made. 

Thomas v. Winchester 

Thomas v. Winchester is the leading 
case in this country holding that one 
who manufactures an article inherently 
dangerous 1s liable to anyone who is in 
jured thereby, though there is no privity 
of contract between the manufacturer 
and the person injured. For a time this 
doctrine was logically applied to really 
dangerous articles such as poisons and 
explosives and the like. When the 


exigencies of a more complex social and 
industrial system began to demand a fur 
ther departure from the doctrine of priv 
ity of contract, the departure was sus 
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HE “London” agent goes into his field equipped with a valuable asset 
evolved from many years of trustfulness. 
strength, it has years of experience to its credit, it has always kept faith 
with its agents and with its policyholders, it has always played square with 
all with whom it has come in contact. It has established, therefore, a reputa- 
tion for honor which is a real asset to all its agents—new and old A 


LONDON “Super-Service” 


HEAD OFFICE: 
55 Fifth Ave., New York - 


The Company has financial 


agent can look any man squarely in the eye 
with the firm conviction that he has behind him an institution of strength, 
character and integrity. 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


United States Manager 
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tained by the courts in a liberal and at 
times seemingly fictitious definition of 

“inherently dangerous.” For example, a 
scaffold was held to be inherently dan- 
gerous, an elevator, a coffee urn and even 
a cake of soap. 

These articles were not as a class dan- 
gerous in their very nature in the sense 
that explosives and poisons are. They 
became dangerous individually when de- 
fectively manufactured. This was prob- 
ably at the bottom of the decisions. 
MacPherson v. Buick Motor Co. is a 
landmark case because the rule is thus 
frankly stated. It was there held that 
recovery should be allowed for injury to 
one to whom the manufacturer could 
have foreseen harm by the nature of his 
article if it were defectively manufac- 
tured. In that case the defendant had 
manufactured a car which the plaintiff 
purchased from a dealer of the de- 
fendant. A defective wheel caused the 
injury. The court held that while an 
automobile might not be inherently 
_— rous, it was when defectively manu- 
actured, and that the plaintiff could re- 
cover if he showed negligence. The 
court could have said that an automobile 
is an inherently dangerous agency, but it 
retused to so limit the rule. In a sim- 
ilar case (Johnson v. Cadillac Motor 
Co.) the Buick case was followed in re 
versing a previous decision to the con- 
trary, even though it was identically the 
same case between the same parties, in 
the same court, and therefore objected 
to as contrary to the principle of stare 
decisis 

Ordinary Notions of Tort Liability 

It is apparent that the doctrine an 
nounced in the Buick case differs little 
from ordinary notions of tort liability. 
Knowledge that a certain class will use 
the article plus its probable danger im 
poses a duty to use care. The technical 
requirement of privity of contract is no 
longer a bar “We have put aside,” says 
Judge Cardozo, “the notion that the duty 
to safeguard life and limb, when the con 
sequences of negligence may be foreseen, 
grows out of contract and nothing else. 
We have put the source of the obligation 
where it ought to be. We have put its 
source in the law.” And again: “There 
is nothing anomalous in a rule which 
imposes upon A, who as contracted with 
B, a duty to C and D and others accord- 
ing as he knows or does not know that 
the subject matter is intended for their 
use.” 

\lthough this principle was laid down 
in a Minnesota case before the Buick 
decision, the best statement of it is still 
embodied in that case. “If the nature 
of a thing is such that it is reasonably 
certain to place life and limb in peril 
when negligently made, it is then a thing 
of danger....If to the element = of 
danger there is added knowledge that 
the thing will be used by persons other 
than the purchaser and used without new 
tests then, irrespective of contract, the 
manutacturer of this thing of danger is 
under a duty to make it carefully.” 

The interesting feature about the 
Coakley case is that here the article had 
passed through the hands of three per- 
sons before reaching the plaintiff. In 
the Buick case the purchaser bought 
irom a retailer with whom the defendant 
manufacturer was in privity. The differ- 
ence, however, is not a substantial one, 
if it be granted that the liability of the 
. manulacturer does not result even re 
motely from any notion of contract. 
The Coakley case is therefore not an 
extension of the Buick case properly un- 
derstood. It is but a logical application 
of it. [tf the manufacturer's HNability is 
based on ordinary principles of tort, his 
duty to use care extends to the ultimate 
user of the article, not the retailer nor 
even the purchaser from the retailer. 
For to the ultimate user alone will it 
probably be a source of danger. 

Coakley Case Sound 

The Coakley case is a sound and proper 
application of the rule laid down in the 
Buick case. The rule that a manufac 
turer owes no duty to one with whom he 
is not in privity arose from a misappre- 
hension of the decision in Winterbottom 
v. Wright, When social considerations 


became such as to demand that the risk 
be on the manufacturer directly and of 
course the public indirectly, exceptions 
gradually robbed the rule of much of its 
vitality. The far-reaching exception laid 
down in the Buick case and applied in 
the instant case leads one to doubt 
seriously whether the rule itself is the 
law todtay.—( Cornell Law Quarterly, June, 
1924.) 

APPROVED. ALARM SYSTEM 
National Bureau Issues Names of Firms 
Eligible For Certificate Service In 
New York 


Since the new burglary manual went 
into effect early in July quite a number 
of alarm systems have been approved and 
found to be eligible for certificate ser- 
vice by the burglary department of the 
National Bureau of Casualty & Surety 

Jnderwriters and that organization has 
issued a circular to the companies giv- 
ing them a complete list for the entire 
country of the systems that have been 
approved. Other systems as approved 
will be brought to the attention of the 
companies. 

The following systems in New York 
City have been approved: 

For bank vault central office alarm 
systems; American District Telegraph 
Co., and controlled companies; Holmes 
Electric Protective Co., and the Duplex 
Electric Co. 

For mercantile central office alarm 
systems: American District Telegraph 
Co.; Holmes Electric Protective Co., and 
the Metropolitan Electric Protective Co. 

For mercantile local burglar alarm sys- 
tems: Holmes Electric Protective Co.; 
Metropolitan Electric Protecitve Co.; 
National Wiring & Protective Co.; Owl 
Protective Co., Inc., & Empire Burglar 
Alarm Co.; Universal Patrol & Electric 
Protective Co., and the New York Mer- 
chants Protective Co., Inc. 

For central office systems for safes: 
the American Telegraph Co., and the 
Holmes Electric Protective Co. 
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Establishes Clearing 
House for Chauffeurs 


ACCIDENT PREVENTION PLAN 
Dulaney, Johnston, Yankey & Priest, 
Agents of General Accident, Explain 
Scheme 
A plan for preventing automobile ac- 
cidents has been developed by Dulaney, 
Johnston, Yankey & Priest, agents of 
the General Accident at Wichita, Kan., 
which involves a central clearing house 
for chauffeurs in the city of Wichita. 

A letter explaining the plan and its 
objectives from the General Accident’s 
agents and appearing in the current is- 
sue of that company’s bulletin reads as 

iollows: 

“In handling all the automobile losses 
ior the General Accident in this territory 
this office became interested in watching 
various risks. Certain risks developed 
that had a great accident frequency, but 
we found on looking up our records that 
it was not often the same driver. 

“Upon investigation we were informed 
that the man having that accident had 
been fired. The employer in this case 
figured that practically all accidents that 
his men had were of their own careless- 
ness and rather than correct them he 
fired them, realizing that it was easy to 
get a new man. 

“As time went on we found that the 
men fired in one place could easily get 
a job in another, and it occurred to us 
that if a diivers’ clearing house, cover- 
ing all mes hired to drive an automo- 
bile, whether it be a pleasure car or a 
truck, could be organized, it would be for 
the benefit of the city, the car owner 
and the insurance companies. 

“The matter was discussed with the 
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of square dealing. 





Character 


HE difference between reputation and 

character is that the first is what other 
people think about you while the latter is 
what you know about yourself. 


Growth with age has developed character 
in this institution. Not something highly im- 
- aginative but an unfaltering business policy 
~ 


Virile and vigorous in underwriting mat- 


risks... prompt in settling claims... in brief 
7 the ZURICH “shoots square” with everybody, 
)) builds business by sincere methods and de- 
livers real protection in full measure. 


ZURICH 


General Accident & Liability 
Insurance Company, Ltd. 


HEAD OFFICE 
Insurance Exchange, Chicago 


EASTERN DEPT. 
45 John Street, New York 
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adjusters handling practically all the au- 
tomobile losses in Wichita and met with 
their approval. The clearing house con- 
sisted of getting a fair list of all of the 
automobile accident reports through the 
various offices over a period of six to 
eight months previous, to carefully scru- 
tinize these losses, making a card for 
cach one and listing them under one of 
two classes, that is, unavoidable or care- 
lessness. Even though an accident was 
the result of a driver’s carelessness we 
would not ask the employer to immedi- 
ately let the man go, rather we would 
ask him to give us a chance to help 
the man out. 

“Tf a risk contained two or three care- 
less men we asked the employer to give 
us an opportunity of talking with the 
men in a group. We have had some of 
these meetings and have never tried to 
tell the men how to drive an automo- 
bile. We believe that they know how, 
and that the better drivers are the ones 
that are apt to be careless. Consider- 
ing that a regiment of men in the army 
had a wonderful ‘esprit de corps’ we 
felt that such an organization spirit 
could be instilled into a group of driv- 
ers, even though the group might be as 
small as five men and we were surprised 
when we realized the effect that was 
obtained. 

“Tf a man is numbered among the in- 
corrigibles—has a great many accidents, 
and no chance to do anything with him, 
we finally ask the employer to let him 
go, having previously advised the man 
that it may be hard for him to get an- 
other job. 

“We are making every effort to get 
employers of the drivers to call the 
clearing house as to a man’s record be- 
fore he is hired. As stated above, prac- 
tically all of the adjusters are co-oper- 
ating as well as the local association, 
consisting of about twenty-five insur- 
ance , firms.” 


McCOOK BONDS NEW POSITION 
American Surety and Hartford Accident 
& Indemnity Who Bonded Gilpatric 
Writes Policies 
Surety bonds amounting to $150,000 of 
which $100,000 was furnished by the 
American Surety and the balance by the 
Hartford Accident & Indemnity, ap 
proved by Attorney-General Healy, have 
heen filed at the office of the Connecti 
cut State comptroller by Captain Anson 
T. McCook, newly appointed State treas 
urer. The insurance companies are the 
same ones that insured G. Harold Gil 
patric, former State treasurer and who 
as cashier wrecked the First National 
Bank at Putnam, Conn., and then com- 

mitted suicide. 

Captain McCook made the following 
statement in connection with taking out 
the bonds: 

“The American Surety Co. and the 
Hartford Accident & Indemnity Co. 
bonded Mr. Gilpatric as state treasurer. 
They will be losers if it should develop 
that any of the State’s funds have been 
embezzled. As a matter of ordinary 
business decency, I think that they 
should be given the opportunity of 
writing the present bonds. Under this 
arrangement the insurance paid for the 
remaining part of Mr. Gilpatric’s term 
will not be lost, but will be applied to 
bonding saad new treasurer.’ 


IN CHARGE AT HOLYOKE 


Philip Wallach of Helyoke, Mass., has 
been appointed district manager for the 
United Life and Accident covering the 
territory with that city as the center. Mr. 
Wallach is well known in Holyoke where 
he has resided for twenty ycars and where 
he has substantial interests. He has been 
in the insurance business there for eleven 
years. 





CONTINENTAL APPOINTMENT 

The Continental Casualty, of Chicago, 
has appointed the Insurance Service, 
Inc., as general agent in “faryland. This 
agent will represent t! -aning mate 


of the Continental Casiua+.. the Con- 
tinental Assurance. 
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Complete Program of 
H. & A. Conference 


CHICAGO IN SEPTEMBER 


Discussion About Public Relationship 
One of Most Important Subjects 
on Schedule 


The complete program of the twenty- 
third annual meeting of the Health & 
Accident Underwriters’ Conference to be 
held at the Edgewater Beach Hotel, Chi- 
cago, September 8, 9 and 10, has been 
made public. At the first day’s session 
there are reports of the various commit- 
tees. The program from then on fol- 
lows: 

(Tuesday : Insurance faxation by 
James L. Madden, manager insurance 
department, United States Chamber of 
Commerce; A Dual Obligation, by T. W. 
LeQuatte, manager sales and service, the 
Potts-Burnbull Co., former official As- 
sociated Advertising Clubs of the World. 

W. W. Dark, American Liability Com 
pany, will preside at a round table con- 
iérence which will discuss “Is Active Co 
operation of Insurance Organization to 
Change Public Impressions a Necessity?” 
The following phases will have atten 
tion: 

“Do Insurance Companies Take Ad 
vantage of the Public In Propaganda 
Offered As a Basis for the Sale of In 
surance?” by L. D. Ramsey, Business 
Men’s Assurance Company; “Many At 
torneys Follow the !thics of Their Pro 
féssion Except When It Comes to Insur 
apce Claims. Why?” by A. W. Pettit, 
claim adjuster, bederal Life; “Do Insur 
Ifome Offices to Intelligently Complete 
for Business in Such Manner as to Com 
mand Respect for the Business of In- 
ence?” vy D. H. Nelson, Massachu 
s@tts Bonding & Insurance Co.; “Can 
- on s Educate Physicians to a Be 
ligt That Insurance Companies Are the 
Cres atest Boon to the Medical Profes- 
ston?” by Ben Haughton, International 
Travelers’ Association; “Will Informa- 
tion Concerning the Purposes and Re- 
gilts of Insurance Extend to Editors and 
Newspapers Managers Help the Busi 
ness?” by R. Lk. Richman, ‘National 
Underwriter.” 

i“Sub-Standard Risks” will also be dis 
fon" at a round table conference. 


On Wednesday morning, Ross Ream, 
1im adjuster, Kansas City, will discuss 
“Getting Business and Keeping Business 
Mhrough Claim Service.” 
j #Present-Day U nderwriting Practices” 
| I’. M. Keffer, vice-president Mutual 
die of [linois, will be followed by “Fac- 
jtdrs in Underwriting He: alth Insurance,” 
iby J. J. Crowley, vice president, Mis- 
guri State Life. 
! ‘Round table conferences will include 
‘How Can the Termination of Policies 
haf Aves 60-70 Be Handled to the Best 
1, Atly: initage »?” with M. W. Hobart, Min 
isters Casualty Union, presiding; and 
The Growth and Development of [lim- 
ifation Periods.” 
; 4 oe encase 
Ceenmittos Will Study 
Compulsory Insurance 
‘Assemblyman Lewis G. Stapley, of 
‘Livingston County, has been chosen 
cHairman, and Senator George R. Fea- 
ron, of Syracuse, vice-chairman of the 
special legislative committee created by 
the New York.State Legislature to pro- 
pose legislation to strengthen the motor 
vehicle law. The committee will go 
into the proposition of compulsory in- 
surance for all drivers of cars, and that 
the feasibility and practicability of a 
vasoline tar receive consideration. 
Other subjects to be considered by 
‘the committee will be a uniform motor 
‘vehicle law for all states and a uniform 
traffic ordinance for all cities of the 
state. The subject of headlights will 
also be taken up and it is quite likely 
that the committee will recommend the 
ige limit at which an operator may re- 
ceive a license to drive a car be re- 
duced from 18 to 15 years 





Report Shows A. D. Reid 
To Be Great Underwriter 


N. Y. DEPARTMENT ON GLOBE 
Finishes Triennial Examination; Depart- 
ment Gives Company Big In- 
crease in Surplus 

here is widespread belief in the cas- 
ualty insurance world that A. Duncan 
Reid, president of the Globe Indemnity 
Company, has been making a record as 
head of that company of which any 
executive could be proud. The showing 
of the Globe Indemnity from the scien- 
tific standpoint of the conduct of a com- 
pany would bear comparison with any 
other company. ‘This has been given an 
official demonstration by the triennial 
examination of the Globe as of Decem- 
ber 31, 1923, made by the New York 
Insurance Department. 

‘The examiners gave the Globe a sur- 
plus of $4,794,000 over and above its 
capital of $1,500,000. The statement of 
the Globe tor the year 1923, which was 
subject to the examination by the de- 
partment, shows capital stock of $1,500,- 
000; surplus of $3,500,000. The report, 
therefore, incleases its surplus from the 
departmental viewpoint $1,293,455. 

Extracts From Report 

Iextracts from the report follow: 


“Claims are promptly paid after due 
investigation and determination of proper lia 
bility. No evidence was found of undue resort 

technical defenses and litigation has been 
avoided wherever possible. 

lis report shows the company to be in a 
sound financial condition, with admitted assets 
ot $21,559,990.89 and a surplus of $4,793,455.38 over 
all habilities, which, with its c apital of $1,500, - 
QoU, provides a surplus to policyholders amount 
ing to $6,283,455.38. 

Since the last examination, the new premiums 
vritten have increased from "$10,638, 177.96 for the 
year 1920 to $15,10,143.25 for the year 1923; the 
total admitted assets have increased from "$13, 
196,308.81 to $21,559,990.89; the liabilities have 
increased from  $10,666,808.22) to — $15,266,535.51; 
capital funds have been increased from $750,000 
to $1,500,000, and the surplus has increased from 
$1,679,500.59 to $4,793,455.38. 

Ay shown in exhibits heretofore set forth, the 
underwriting has proven profitable, the net gain 
therefrom for the past three years being $2,294, 

4.46. During that period the investment gains 
saeaaied to $2,057,430.33, of which $302,001.96 
represents. appreciation in market values. 

hooks of account and records are accurately 
compiled and readily audited. Adequate re 
serves are maintained and claim files contain 
information, sufficient to indicate probable loss. 

ie affairs of the company are efficiently 
managed and its treatment of penne and 

claimants is fair and equitable.” J a 


Federation Appointees Will 


Serve on County Committee 
Leonard L. Saunders, executive secre- 
tary of the Insurance Federation of the 
State of New York, under the direction 
of the committee of county activities of 
that organization and of which James 
R. Garrett, of the National Casualty, is 
chairman has appointed several chair- 
men to serve on county committes in 
New York State. 

They are: Wellington Potter, of Roch- 
ester, for Monroe County; James W. 
Garrity, Yonkers, for Hudson division 
of Westchester County; W. W. Blakeley, 
of Norwich, for Chenango County; Sam- 
uel H. Pond, of Walton, for Delaware 
County ; Thomas A. MacClary, of Endi- 
cott, for Broome County; Lawrence T. 
Gilroy, of Utica, for Oneida County; D. 
D. Frier, of Oneida, for Madison County, 
and Roy Brockett, of Buffalo, for Erie 
County. 

Niagara County has been divided into 
two parts and F. A. Renguerberg, of 
Lockport, N. Y., has been reappointed 
chairman for the eastern half of that 
county and J. Z. Cole, of Niagara Falls, 
has been appointed chairman for the 
western part. 


SPECIAL MANUAL 

A special manual of rates and instruc 
tions applying to blanket residence in 
surance has been prepared for United 
States Fidelity & Guaranty agents. This 
is an original feature and one which 
places this company’s agents far in ad- 
vance of others for the sale of the 
blanket residence policy. 

There are 24,000,000 residences in the 
United States, and 10,000,000 families 
own their own homes—an enormous un- 
developed field for the blanket residence 
policy in every community. 


Tangled Affairs of St. 
Louis Casualty Co. 


DEPARTMENT TO INVESTIGATE 


Missouri Superintendent Orders Inquiry 
Into Status of Interstate and 
American General 


The affairs of the Interstate Casualty 
of St. Louis, now in the hands of both 
Federal and Alabama state receivers, are 
found to be bound up in a complicated 
arrangement with the American General 
Indemnity and the latest move is an 
order by Superintendent of Insurance 
Ben Hyde to investigate the status of the 
$200,000 security deposit placed with the 
department by the American General 
Indemnity. Nothing further will be done 
about this deposit, Superintendent Hyde 
says, until a court has passed upon the 
status of this deposit. 

The American General Indemnity, a 
oe organization, with headquarters 
in Louis, was controlled by Jerome 
B. ie and John L. McNatt and 
associates. In January of this year a 
deal was consummated whereby the 
American General Indemnity became in- 
terested in the Interstate Casualty and 
the paid-up capital stock of the latter 
company was increased from $300,000 
to $500,000 by selling the American Gen- 
eral interests 40,000 shares of treasury 
stock, par value $5, for $10 per share. 
Under this deal the companies were not 
actually merged, it is understood, but 
that as of a certain date all of the out- 
standing policies of the American Gen- 
eral were cancelled out while new poli- 
cies in the Interstate were issued to the 
policyholders. The exact details of this 
transaction will be revealed by the audit 
instituted by Federal Court Receiver 
Charles G. Revelle, of St. Louis. This 
audit will be completed within the next 
ten days. 

Conditions of Deal 


In the purchase of the Interstate stock 
the American General transferred to the 


former company securities in the sum of 
$400,000. Among the securities are said 
to have been $25,000 of the stock of the 
Citizens Trust Company, Gorin, Mo., 
now in the hands of a receiver. 

The free equity of the American Gen- 
eral in the $200,000 of securities on de- 
posit with the Missouri department is 
all said to have been given in part pay- 
ment for the Interstate stock, while 
other assets given in payment included 
certificates of deposit for $16,000 with 
the Citizens Trust Company, of Gorin, 
and a checking account balance of $42,- 
410 with the same bank. Also 35,000 
shares of stock in the Granite Bend 
Mining and Mercantile Company and 
3,000 shares of the Chillicothe Furniture 
Company. 

Following the deal for the purchase of 
the Interstate Casualty stock the Amer 
ican General filed an application for 
liquidation with the Missouri depart- 
ment, stating that not more than $1,000 
in business had been written. Final 
liquidation was delayed, however, and 
had not been completed last week when 
the Interstate was thrown into the hands 
of receivers. That has caused to be 
raised the legal question concerning the 
present status of the $200,000 deposit 
with the Missouri department, whether 
it should be considered as an asset of 
the American General or of the Inter- 
state Casualty. 

It is believed that the maximum actual 
and contingent liability of the American 
General under the policies issued prior 
to the institution of liquidation will not 
exceed $35,000, so that the probable 
equity of the Interstate Casualty in the 
Missouri deposit will be about $165,000 
which will be used to pay off claims, etc.. 
of the latter company. The officials of 
the Missouri Insurance Department have 
shown a disposition to co-operate in 
every way with Receiver Revelle and to 
aid him in his efforts to save a maximum 
amount for the stockholders of the In- 
terstate Casualty Company from the 
wreckage that has resulted from the col 
lapse of the company. 

While the receivership suit has re 
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Burglary 


Insurance is a profitable line for any Agent to handle. 
Besides supplying all forms of burglary and theft 
Standard is prepared to furnish its repre- 


with co-operation which builds business 


Write the Home Office 


Standard 
Accident Insurance Co. 


Detroit, Mich. 
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FIDELITY and DEPOSIT 
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A. $10,000,000,000 Bill 


RIMINALITY, law-breaking and common dishonesty cost 
us about $10,000,000,000 a year, or three times the amount 
of the annual National Budget. 


Of this stupendous amount, embezzlements and burglaries 
account for $650,000,000; check frauds, $200,000,000; fraud- 
ulent bankruptcies, bucket shops, etc., over $9,000,000,000. 


The Antidote 


In spite of our highly developed police systems, there is no 
preventive for these staggering losses. Business must, there- 


fore, resort to an antidote—adequate insurance of the right 
sort. 


Conspicuous among the companies whose vast resources 
stand as a bulwark between the law-abiding citizen and losses 
due to crime, the FIDELITY and DEPOSIT COMPANY offers 
ils Fidelity Bonds and its Burglary and Forgery Policies. It 
offers also its Surety Bonds to absorb the losses due to non- 
performance of contracts. \ 


Kk & D Representatives find their connection profitable in 
every way. 


PRODUCTION DEPARTMENT 
COMPANY FIDELITY & DEPOSIT COMPANY 


Baltimore, Md. 
BALTIMORE 
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If you are not already adequately represented in thie 
are territory | will be glad to have full Information regarding 
Fidelity and Surety Bonds an agency connection with your Company. 
and Burglary Insurance 
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INSCRIBED BENEATH THE SHIELD OF THE 
ROYAL ARE THE WORDS, “TUTUM TE SISTAM,” 
FREELY TRANSLATED “WE HOLD THEE SAFE.” 


TAKEN FROM VIRGIL’S DESCRIPTION OF 
THE BURNING OF TROY THESE WORDS 
ARE ESPECIALLY APPROPRIATE. THEY 
BEAR TESTIMONY OF THE COMPANY’S 
CONSISTENT RECORD THROUGHOUT THE 
PAST SEVENTY-NINE YEARS. 


ROYA 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 
ATLANTA, GA. CHICAGO, ILL. 
Milton Dargan, Manager Elwin W. Law, Manager ; 
NEW YORK BOSTON, MASS. SAN FRANCISCO, CAL. 
Frederick B. Kellam, Manager Field & Cowles, Managers Rolla V. Watt, Manager 

















